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ORDER FROM YOUR DISTRIBUTOR 


ATLANTA 
Melvin S. Roos 


BALTIMORE 
William’s Corp. 


BOSTON 
Eastern Displays, Inc. 


BUFFALO 
Samuel C. Dutch & Son 


CHICAGO 
Hecht Fixture Co. 


CINCINNATI 
General Display Corp. 


CLEVELAND 


Pribil Display & Sup. Co. 


DENVER 
Walter W. Martin 


DETROIT 
The Art Products Co. 


KANSAS CITY 
National Equip. Co. 


LOS ANGELES 
Grossman & Silvers, Inc. 





MIAMI 
Samuel C. Dutch & Son 
MINNEAPOLIS 


L. E. Hier Display Equip. Co. 


NEW ORLEANS 
Gulf States Display 


PHILADELPHIA 
Naythons Display Fix. Co. 


PITTSBURGH 
DeWeese Display Equip. Co. 


PORTLAND 
Northwest Display Equip. 


ST. LOUIS 


Midwest Display Equip. Corp. 


SAN FRANCISCO 
Kehoe Disp. Fixture Co. 


MONTREAL 
Miller's Display Fix., Reg’d 
HONOLULU 
Bader and Co., Hawaii 


NEW YORK 
43-51 West 36th St. 


ee 4. Nation- Wide 


You're Invited 


to make these beautiful New York Showrooms at 
43-51 West 36th Street, part of your own organiza. 
tion. We want you to consider them your display 
headquarters in the “Big City.” Drop in often! You 
will always find a wide variety of functionally de- 
signed fixtures—all admirably suited to the spirit of 
your displays and the dictates of your budget. Man 
nequins—Forms—Racks—Metal and Wood Fixtures 
—Lucite Display Creations—Chrome Furniture, etc., 
all are assembled there for your convenient inspec- 
tion. Plan to see them soon—There’s no obligation! 
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NEW BEAUTY, COLOR 
AND SHOWMANSHIP 


IN YOUR INFANTS- 
WEAR SECTION... 


+ “BABY MINE’ 


FROM 





WALT DISNEY'S 


DUMBO 


Yes...everything for your windows and 
departments...special settings... trims 
for show cases, ledges, counters and 
wall treatments. Also sculptured relief 
figures... designed from the lovable 
characters in Walt Disney's DUMBO... 
reproduced and painted in soft nursery 
pastel oil colors. 


‘Baby Mine"’ Display 
Promotion exclusive to 


one store in each city. /, i 
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“Going South’ promotion 


from Walt Disney's DUMBO", attractive displays 
are ready for this important occasion. Effective... 
yet inexpensive. Exclusive to one store in each city. 
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Stensgaard offers these copyrighted DUMBO display properties to one 
store in each city. (Above photograph shows one of six different settings.) 


With properties designed in a new high style medium, the pink elephant theme 
represents that whimsical yearning for gaiety and fun—and can be used to 
dramatize all kinds of party clothes in pink, and black cocktail and afternoon 
dresses, with pink accessories. Also pink, lavender, and pale blue children’s 
clothes. There are no priorities in fashions—schedule this promotion and get 
your party fashion season off to a grand start. 


ALL DUMBO DESIGNS WALT DISNEY PRODUCTIONS @¢ DUMBO DISPLAY PROMOTIONS EXCLUSIVELY BY 


W. L. STENSGAARD & ASSOCIATES, INC., 346 NO. JUSTINE AVE., CHICAGC 


NEW YORK OFFICE: 30 ROCKEFELLER * OAKLAND OFFICE: LEAMINGTON HOTEL 
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THE COVER 


Elegance and simplicity characterize this dis- 
play by Richard A. Staines, Vandever Dry 
Goods Company, Tulsa. A 7-foot tree, com- 
posed of heron and ostrich plumes, forms the 
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"| find displaymen more cognizant than ever 
before of the possibilities of their profession, into 
which they have injected a merchandise sense that 
was an unknown quantity in ‘window trimmers’ a 
decade ago. In days gone by, the inspiration was 
always generated in the advertising office; now we 


OUR NEXT ISSUE 


One of the numerous features in the Decem- 
ber number of DISPLAY WORLD will be an 
illuminating article entitled, "Drug Display Is 
Undergoing A Transformation," by George G. 


Fero, United Drug Company, Boston, well worth background. The cattails are of chenille. The 


reading by the displayman who keeps posted 
on all phases of his profession. .. . Rene, Gehr- 
ing, and Cowan will bring you sketch ideas for 
the early months of 1942, and Hull, Cross and 
Roehl will report on current happenings in Chi- 
cago, Los Angeles, and New York. 


find ourselves being inspired, and not infrequently, 
by some novel approach worked out by our display 
department. It may be that we are more fortunate 
than most stores in this respect, but | have the 
feeling that the entire profession has attained 
greater stature.""—Morton Simpson, Burger-Phillips, 
Birmingham. 


herons on each side are 7 feet in height. The 
figure seated on a plastic bench with glass top 
wears an Eastern mink wrap priced at $2,000; 
on the right is shown a Russian ermine coat and 
on the left is a China mink. A concealed fan 
kept the feathers in gentle motion. 
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). B. WILLIAMS, INC. 498 Seventh Avenue, New York 


SOLE DISTRIBUTORS OF CYRILLE STEINER DISPLAYER M BROSNAN OM AN , 
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VAZAH, INC. 304 EAST RORTY-FIFTH STREET, NEW YORK CITY 











Wh 
it wa 
indus 
sand 
warts 
tude 
effort 
moto 
much 
on tl 
dicte¢ 
later. 
rathe 
analy 
fairly 

Dis 
the s 
slowe 
not | 
impac 
is bet 
make 
and ¢ 
be pa 
or la 
the ti 
becor 
Retai 
on th 
be ba 
they 

In 
invol 
eftect 
vited 
tant 
dustr 
curre 
what 

Fir 
displ; 
not d 
a sh 
chief 
boar¢ 
reduc 
lacqu 
Cases 
short 
mate 
adap! 
word 
deset 

(Ph 
Corpo 


NOVEMBER, 1941 


DISPLAY WORLD 


efense And Display j 
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When the defense program got under way 
it was inevitable that it would affect other 
industries besides those producing the thou- 
sand things which are necessary for modern 
warfare. It meant the diversion of a multi- 
tude of peace-time materials into the war 
effort — steel, copper, fabrics, oils, paints, 
motors, papers, to mention a few. Just how 
much effect the defense program would have 
on the display industry could not be pre- 
dicted at that time, nor for months 
later. Now, however, the situation has taken 
rather definite shape and it is possible to 
hazard a 


some 


analyze existing conditions and 
fairly accurate guess at future developments. 

Displaymen, in general, have not realized 
the situation as it actually is; except for 
slower deliveries on some orders they have 
not been greatly inconvenienced. But the 
impact of the defense program on this field 
is being felt in ever-increasing force by the 
makers and suppliers of display materials 
and equipment, and this in turn is going to 
be passed on to the retail displayman sooner 
or later. The realization that 
the times are by no means normal; they will 
become weeks 
Retail displaymen need to be fully informed 
on the situation, for their plans will have to 
be based on things as they are now and as 
they will be in the near future. 

In an attempt to get definite light on this 
involved subject of the defense program's 
eftect on display, DISPLAY WORLD. in- 
vited the experiences and opinions of impor- 
tant factors 
dustry. The replies give an insight into the 
current situation and project a picture of 
what can be expected. 

First and situation in the 
display field is a serious one, but as yet it is 
not drastic enough to be alarming. There is 
a shortage of many items used for display, 
chiefly metals, foils, containers, corrugated 
board, certain motors, gears, certain oils and 


is growing 


more abnormal as the pass. 


in various divisions of the in- 


foremost, the 


reducers, some plastics, wire staples, nails, 
lacquers, fabrics, some papers, and, in some 
labor. But in spite of this actual 
shortage there still remain plenty of other 
materials which can be, and are being, 
adapted to the needs of the displayman. The 
word “substitute” 
describing these materials; in 


cases, 


is not always correct in 


many cases 


(Photograph by courtesy of Wright Aeronautical 
Corporation, Cincinnati.) 


they simply did not come into their own 


until a scarcity of more commonly used ma- 
terials made it 
ments. In many cases, they are proving even 
more satisfactory 


necessary to seek replace 
for display purposes than 
the materials they succeeded. 

The for optimism is the 
proven 


second reason 
ingenuity 
and displaymen. 
seeking always for something new and dif- 
ferent, the display supplier and the display- 
man will find dozens of things which have 


of display manufacturers 


Accustomed as they are to 


applications in ways no one visioned until 


the supply problem became acute. There 


be a shortage of materials, but there its 
and in 


may 
no restriction on display brains 
genuity. 

Still another problem in connection with 
the defense program is that of the display 
manufacturer of specialized items. Several 
plants have been hard hit since their lines 
are restricted and a 
material may hold up their entire production 
The to de- 
velop other related products for which they 
can procure raw 
share of actual defense production for which 
their plant set-up is suited; details on how 
work are 


shortage of a certain 


answer worked out by some is 


material, or to try for a 


to go about getting such defense 
outlined below. 

The trend of prices for display materials 
and equipment is, of course, upward, as is to 
be expected in view of similar rises for other 
Present 
replacements are 


commodities. stocks are shrinking 
rapidly, 


more, it is 


and, as costing 


necessary for display manutfac- 


turers to raise their prices on many items. 
Fortunately, display budgets in retail stores 
show no signs of curtailment, and since re- 
tailers are enjoving one ot the best 
booms in there should be 
money to spend on display during the months 
to come. On the whole, the display field is 
healthy 
shortages. 

A word of warning 1s 
tically all the statements made by suppliers 
ot display materials: the retail displayman 
must anticipate his needs as far in advance 
as possible and do his buying immediately. 
Such action will help display sources im- 
measureably and result in better service for 
the displayman; he should also remember 
that display jobbers and manufacturers are 
doing a remarkable job in filling the needs 


now 


years plenty of 


in a position in spite of defense 


included in prac- 


that if delays do 


come up, ten to one it is because of circum- 


o. their customers—and 
stances beyond their control. 

condition 
safe to say that 
there will prob- 
hardships and 


In viewing the current display 


on a broad scale, it seems 
the final result will sum up: 
ably be plenty of temporary 


inconveniences, but eventually these will 


produce new, refreshing, and valuable dis 
play trends 

The letters quoted below give additional 
details. 

Ralph W. Adler, Jas. B 
New York City: 


basic materials 


Williams, Inc., 
“The withdrawal of certain 
used in the manufacture ot 
and forms 1s 


\ll manutac 


display fixtures, mannequins 
daily becoming more serious. 
stock of various 


had 


are placed in 


turers who have a large 


kinds of raw materials and orders 


placed for future deliveries 
a position where they can not get their prom 
\ll materials such as 
tubing carry no delivery 
from the mills that 
This means that all manu 


handicapped in the 


ised deliveries steel 


sheets, rod, and 


date or assurance same 
will be supplied. 
facturers are seriously 
making of metal display 
quers, thinner, chip board, glue and chemi 


equipment. Lac 
cals used in the manufacture of mannequins 
and forms are at a premium 

“Deliveries should be anticipated by stores 
to the extent of allowing the manufacturers 
freom four to eight weeks 
order.” 

D. S. 


to complete an 


Frederick, Rohm & Haas Company, 
Philadelphia: “All of our large first 
grade “Plexiglas” are taken for air 
craft sections and for other defense applica- 


Inc., 
sheets 
tions. We do have reasonable quantities ot 


size sheets and slightly off-grade 


The 


when 


smaller 


material. small size sheets we obtain 
not only 
certain areas of a large sheet but when we 
The off 


fails to 


there are imperfections in 
trim a large sheet for fabrication. 
material is material which 
meet the rigid government specifications be- 
imperfections and 
thickness toler- 


pertectly 


grade 


surface 
from 


cause of minor 
because of variations 
ances. This material is naturally 
satisfactory for display purposes. 
“However, we can not consider our pres- 
ent supply or our future prospects for even 
otf-grade material as being too encouraging. 
We feel we will be able to fill the require- 
customers and natur- 


ments of our present 








ally we are taking care of their needs first. 
\s to acrylic rods, also, we are taking care 
of the needs of our loyal customers and hope 
that we shall be able to continue to do so. 
Wc can not, however, give any very definite 
picture of the distant future. 

“We are asking our customers to help us 
through this critical period by: (a) ordering 
in the smallest sizes they can use; (b) an- 
ticipating their demands so that we will be 
able to make provision for their month-to- 
month requirements; (c) refraining from 
laying in big inventories which create arti- 





—Price trends—up!|— 





ii) 


ficial shortages and generally jeopardize our 
whole program for giving our customers the 
best service that can be given at this time.” 

W. F. Kuster, Durable Displays, Inc., Chi- 
cago: “We will be able to replace all 
shortages by substitution. In our particular 
case we have built up our inventory of raw 
materials to a point where we have a suffi- 
cient supply for over a year to come. This 
was done, however, at an increased cost. 
Another factor in moving prices to a higher 
level has been the shortage of labor. 

“It is the writer’s personal opinion that 
there will always be a sufficiency of display 
material, but that the cost of this merchan- 
dise will undoubtedly have a constant up- 
ward tendency.” 

C. E. Roberts, Clopay Corporation, Cin- 
cinnati: “We expect a tightening on all ma- 
terials. We have already had to eliminate 
some metallic finishes, particularly alumi- 
‘here may also have to be a change 
printing processes 


num. 
in some decorating or 
due to the fact that certain oils and reducers 
will not be available. Stocks at the present 
time are ample, but not heavy.” 

Edgar Rosenthal, Greneker Studios, Inc., 
New York City: “Because of the acute short- 
age already existing in many materials, with 
more soon to be included, manufacturers 
will undoubtedly find constantly increasing 
difficulty in adapting themselves to these 
changed conditions. It is impossible for the 
average concern requiring the use of so 
varied a group of materials to anticipate all 
needs, and substitutions, if not already in 
effect, will be necessary in the near future. 
Such substitutions will undoubtedly involve 
labor adjustments, 1. e., changes in process, 
expensive experiments, disappointments to 
manufacturers and purchasers alike. Many 
materials are chemically unstable after short 
periods of storage. Other finishing mate- 
rials will have to be substituted, giving rise 
to new problems of method, function, and 
result. 

“We must remember those materials indi- 
rectly necessary for manufacture; shipping 
containers, materials for factory repairs and 
replacements, and so on. Furthermore, ap- 
pallingly increased costs have not, as far as 
I know, been reflected proportionately in 
prices of many display items; for example, 
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mannequins. To what extent stores will be 
willing to bear the burden of increased costs 
of such materials is another important con- 
sideration, 

“These conditions will require the utmost 
cooperation of purchasers with vendors. Or- 
cers should be placed sufficiently far in ad- 
vance of needs to permit manufacturers to 
operate to best advantage. Substitution of 
materials, if necessary and if at all feasible, 
wili have to be acceptable. Under increas- 
ingly difficult manufacturing conditions, and 
with increasing taxation, more considera- 
tion on the part of many large and finan- 
cially sound stores should be given the mat- 
ter of paying bills promptly. 

“More than ever before, resourcefulness 
and adaptability will be required. ... Under 
existing circumstances we will have to view 
ourselves as of secondary importance and 
sirply proceed to do the best we can with 
the materials at hand, thankful for the fact 
that we have an administration sufficiently 
strong and effective to compel us to step 
aside, wherever and whenever necessary, for 
the common good.” 

From a mid-Western manufacturer: “We 
are experiencing no serious shortages in our 
display fabrics line, up to date, but we do 
advise, of course, that requirements be an- 


—Present stocks— 
shrinking!— 





ticipated for a reasonable length of time. 
We have fairly adequate stock on hand in 
many numbers.” 

From a large plastics manutacturer: “Of 
the finished plastic products themselves, al- 
ready synthetic resin molding compounds 
are on the critical list and actual restric- 
tions of use are in effect on all plastics 
in which formaldehyde or phenol are in- 
gredients. 

“Tf the allocation system tor formalde- 
hyde-containing plastics is extended to other 
materials, as it may well be if shortages 
grow more severe, the display field will un- 
doubtedly experience difficulty in obtaining 
any type of plastics. I base this on the 
fact that the allocation system set up for 
formaldehyde-containing plastics places dis- 
play applications in the lowest classifica- 
tion.” 

C. Barrango, Mannequins by Barrango, 
San Francisco: “So far we have not en- 
countered too much difficulty in obtaining 
our raw materials. Some of the plastics and 
a few of the metals that we used previously 
are being curtailed by defense, but not to 
the extent that we are absolutely unable to 
obtain them. In the fabric and paper back- 
ground line, the only materials or papers 
that have been withdrawn from the market 
are the foils or those using foils and there 
aie many substitutes being offered. . .. If 
the present emergency continues more and 
more substitutes will be used in the metal 
fixture line, but perhaps the ever-increasing 
popularity of the various plastics and the 
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return of wooden fixtures will make t 
difficulty of obtaining metal fixtures neg 
gible.” 

M. Kleinman, The Ace Paper Compar 
Inc., New York City: “We are faced witl 
possibility of curtailment of paper for wh 
might be termed unnecessary or non-ess¢ 
tial uses like display. This of course wou 
affect our ability—and that of our cor 
petitors—to take care of display needs 
well as in the past. Our own position here, 
however, is rather healthy and we beliey 
we will be in a position to satisfactori 


—Replacement of 
scarce materials by 
others more available 
but not used extensively 
in the past—growing!— 





take care of our customers next year on 
‘Velvelur’ and other plain papers that we 
have had, and we are also planning to con- 
tinue our policy of manufacturing decorated 
panels, panoramas, etc.” 

Leo Weyman, Carrata Mannequins, Los 
Angeles: “I have spent thirty days of hard 
work and finally was successful—through the 
efforts of our local Chamber of Commerce 
and our priority board—in obtaining the 
necessary priority numbers to purchase 
enough material for a normal six-months 
business; the possibility of obtaining that 
same material six months hence is_ very 
vague. 

“T believe that the display fixture business 
will be very much handicapped in a short 
time because it is in no way essential to 
national defense. If you have no defense 
business your chances of obtaining merchan- 
dise are very remote. Those commodities 
which we were able to obtain have advanced 
greatly in price; that, with the great advance 
in labor costs, makes it necessary for us, 
and undoubtedly others, to advance our sell- 
ing price. This, I believe, will not in any 
way hinder selling or production, as it 1s 
to be expected under present conditions; the 
result is quite an influx of business during 
the past thirty days.” 


—General status of dis- 
play field — healthy!— 





From a plastics manufacturer: “On Au- 
gust 22 the OPM and OPACS issued order 
No. M-25, restricting the use of resins, from 
which our product is manufactured. This 
order specifically forbids the use of our 
material for use in display and advertising 
applications. We naturally are cooperating 
with the spirit of this order, although w« 
realize that it will have a serious effect on 
the sale of our material for display purposes 
inasmuch as the display people will look for 
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other substitutes. Just how long this restric- 
tior: will last we do not know, but it is quite 
evident from the increasing use of plastics 
for defense purposes that it will be for some 
time to come.” 

Peter Schott, Jr.. Korrect-Way Display 
Products, St. Louis: “Korrect-Way has been 
in business for a great many years and in- 
tends to be in business tor a great many 
When materials of one kind are un- 
available, we shall push the sale of other 
articles for which materials can be secured. 

It is true that metals are going to get 


more. 


—Most serious short- 
ages—metals, foils, lac- 
quers, containers, cor- 
rugated board, some 
plastics, nails, certain 
fabrics, some papers— 


scarce—chrome plating may go out of the 
picture temporarily—and various items will 
become unobtainable. For a good time to 
come, however, we will be able to take care 
ot orders with only minor restrictions. There 
are no indications of serious shortages in the 
required materials for mannequins, papier 
mache and plaster products, and we plan to 
push this opportunity to the utmost.” 
W. Pearce, Sr., Promotion Displays, 
Inc., New York City: “There is a very seri- 
ous condition with regard to shipping con- 
tainers. We are also entertaining consider- 
able difficulty in getting paper and board. 
There has been a marked increase in price 
of all three of these commodities. We are 
still able to get lacquers, of which we use 
a lot, but it is necessary for us to allow a 
much longer period of time for delivery— 
and here again there is a marked increase 
in price and a noticeable difference in qual- 
itv. Metals and metallics are impossible 
to procure, but foreseeing this condition, we 
have fortified ourselves to some extent. But 
we are already feeling the effects of these 
shortages and are trying to find substitutes 
wherever possible.” 
M. T. Eaton, Eaton Brothers Corporation, 
Hamburg, N. Y.: “The situation for the next 


four or five months with reference to grass 


"7 
| 
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—Advice to users of 
display materials and 
equipment: anticipate 
needs as far in advance 
as possible, and buy 
immediately— 


t 


mats for store display will be fairly satis- 
factory from the standpoint of the consumer. 
While the principal raw materials are im- 
ported, we have been able to accumulate a 
fair stock and at prices which will make any 
excessive price increases in the near future 
unnecessary. 

“It would seem to be the prudent thing for 
lisplaymen to buy the grass mats they will 
need for 1942 early in the year. It seems 
reasonable to expect increasing difficulty in 
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importing materials from Asia and Africa, 
higher freight and insurance and 
therefore higher prices for the finished prod- 
uct.” 

R. G. Crossette, Coy, Disbrow & Co., New 
York City: “Some stock can not be had for 
love or money. Many paper mills are over- 
sold for 1941, which means disappointment 
for many. Other mills will not accept orders 
now for 1942 delivery. Others have already 
adopted a month-to-month scheduling policy. 
All this means just one thing—every display 
jobber and displayman should buy, for their 
seasonal needs, now. They should insist on 
knowing if the item is in stock, ready for 
immediate delivery. If displaymen try to ob- 
tain their supply immediately, and find none 
available, there will be plenty of time to 


costs, 


secure a satisfactory substitute.” 

Harve Ferrill, Harve Ferrill & Co., 
cago: “Insofar as ‘Bent-Board’ is 
cerned, we are inclined to feel that we will 
have no difhculty supplying normal demand 
during the next six months. Beyond that 
period we would rather not prophesy. Cur- 
rently, our biggest difficulty in the manu- 
facture of display properties is semi-finished 
metals and paint materials—and nails! Aside 
from these items we do not anticipate any 
major supply shortages.” 


Chi- 


con- 


YY) 1 
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—Brightest prospect for 
display in face of cur- 
rent situation: proven 
ingenuity of manufac- 
turers and displaymen— 
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H. F. Harter, Marquardt & Co., New York 
City: “While the two billion dollar pulp and 
paper industry of the United States is con- 
sidered by the federal government as a non- 
civilian or goods in 
dustry, nevertheless paper is playing an im- 
portant role in the national defense program. 
It is estimated that more than 125,000 tons 
of nitrating pulp will be used next year for 
the manufacture of explosives. ... The pulp 
and paper industry this year will produce 
paper and board estimated at than 
16,000,000 tons. At least one-quarter of this 
is estimated to be going into indirect ot 
direct defense requirements. . . . The paper 
and board mills of the United States are 
furnishing than 40,000,000 paper or 
board containers for the shipment of food- 
stuffs to Great Britain. About 4,000,000 
tons of paper will be used this year in the 
national defense program, it is 
and this tonnage will probably be 
for 1942. . The steel mills use paper for 
inter-leaving armor plate and cold rolled 
steel, requiring about 50,000 tons annually. 

More than 10,000 tons of target paper are 
the army and 11,000 tons of board 
a month are required for shell containers. 


defense, consumers’ 


more 


more 


estimated, 
doubled 


used by 


All these figures give an idea of the 
part paper is playing in defense.” 

Phil S. Goldberg, Schack Artificial Flower 
Company, Chicago: “If ideas are conceived 
by the manufacturer along the lines of the 
materials he has on hand or can pur- 
chase, and providing his designing staff is 
flexible enough and can readily cope with the 


raw 


situation, the display profession should have 
no fears whatsoever about running short of 
materials. A new idea or slant can be con- 
ceived for each and every displayman. These 
individual men all have a idea for 
window trim when they first contact the 
manufacturer and it is up to the designing 
staff of the latter to help these people form 
their thoughts so that the materials they 
have can be brought into the picture. 


basic 


“We here prepared in case there is to be 
a definite shortage on wire. If we will not 
be able to purchase this one important raw 


—Final effect — prob- 
ably temporary hard- 
ships and inconveni- 
ences, but eventually 
new, valuable, and re- 
freshing display trends— 


that will 
If we are to be cut 
off from purchasing textiles, which are used 
in the foliage and flowers, 
we have tested and prepared numerous other 
items which have proven successful enough 
to take their place if need be. And so on 
down the line... . I can honestly state that 
in my estimation, and my firm’s, the display 
profession has no to contemplate 
regarding the shortage of materials to give 


item, we have conceived an idea 


take the place of wire. 


manutacture of 


worries 


them new and outstanding windows for now, 

next forever.” 

Silvestri, Silvestri Art 

Chicago: “The outlook is 
There is a definite 


year, or 
Mig. 
none 
shortage 
in such articles as glue, steel, thinners, flock, 


George G. 
Company, 
too bright. 


and fibre, all necessary for the manufacture 
of plaster composition. It is becoming diff- 
cult to obtain crating lumber, and 
second-hand boxes. We enough of 
these vital materials on hand to last us 
until June, 1942. Perhaps the most serious 
obstacle of all is the rapid advance in price 
in every article needed in the manufacturing 
It is hard to anticipate future price 
advances in the preparing of lines for the 
road. I believe the display trade should be 
prepared to accept certain shortcomings that 
are beyond the plannings of the manufac- 
turer.” 

Al Bliss, Bliss Display Corporation, New 
York City: “We are having no shortages at 
present in lumber. This means fir, pine, 
hardwoods, and plywood panels. We are 
also getting as much wall board as we need. 


nails, 
have 


process. 


We can not get any more homosote, but are 
using a Johns-Manville product ™% inch 
thick to replace the homosote. This is called 
‘J-M’ insulation board. 

“We are getting deliveries on hardware, 
although we did have to buy quite a bit re- 
tail, as the manufacturer is slow in his 
deliveries. We getting lac- 
quers, although gold and silver bronzes are 
difficult to get. We are having a 
trouble in getting crates and 
corrugated board. Instead of using the 275- 
pound test corrugated board, of which there 
is none available, we are using the 200-pound 
test. 

“We have a great deal of difficulty in get- 

[Continued on page 43) 


appear to be 


quite 
universal 








The season is striking its stride as a cal- 


endar crowded with dates, social and other 


wise, reveals. Preparations for the rush ot 


events has ruffled the customary calm of our 


“islanders” although shops seem undismayed. 
Without batting an evelash they have seen 
their clientele through the Ballet Russe, first 
nights, the big game, Navy day, the Diamond 
ball, innumerable cocktail sessions, and are 
well girded for the National Horse show, the 
Metropolitan opera, the dinners, dances and 
balls of an expansive time of our lives. 

To be sure, the entire population isn’t 
deserting the fireside en masse, as Macy's 
(Display Director: Irving Eldredge) makes 
clear in a window series devoted to “at 
(Second illustration.) Dedi 
“moonless black,” these displays 


home = dre ss. 
cated to 


employed a single oval platform unit in each 
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New York In Mid=Jeason 


By VIRGINIA ROEHL 
Virginia Roehl Studios, New York City 


window. Mannequins were posed in hostess 
gowns on the elevations against a line of 
thin branches, painted flat black, spattered 
with glitter dust and set in a wi ave-shaped 
base. Long black tapers glowed in the 
branches, contributing to the effect. Vari- 
ous items of after-dark finery were shown 
on the platforms which were covered in fab- 
ric and brushed with white paint. The back- 
wall was ingeniously lighted, flooded by 
hidden spotlights which so shaded the area 
that the color deepened imperceptibly. This 
“light-painting’ has been com- 
mented on generally with great admiration 
and is worthy of our extra cheer. 


method otf 
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Bonwit Teller (Display Director: To: 
Lee) selected Walt Disney’s “Dumbo” pr 
miere as a smart promotion vehicle and us: 
the picture’s chief character in connecti: 
with the dramatization of pink and _ blac 
cocktail and afternoon dresses with pink 
accessories. (First illustration.) Six wir 
dows were used, in one of which a larg 
pink elephant, 8 feet in height, carried 
mannequin on its back. In another, Duml 
struts with a girl in evening dress on his 
arm. Ina third, one of the whimsical skat- 
ing elephants is seen leaping off the ground 
in pursuit of a mannequin clad in black with 
Incidentally, this group of 


pink accessories. 





windows was given further publicity in Wal- 
ter Winchell’s column. 

No social season can be regarded as worth 
its salt without a goodly crop of nuptials 
and Bloomingdale’s (Display Director: Jos 
eph Dultz) undoubtedly having seen the li 
cense bureau's listings, knows this one will 
be no exception. (Final photograph, page 9.) 
Behind windows trellised with white and 
blue satin bands of ribbon, joined with clus 
ters of forget-me-nots, their wedding party 
begins its march. A blow-up reproduction 

Lohengrin’s wedding music sets the pace 
and copies of the music may be seen showing 
through the rice and confetti which sprinkle 
the floor. The backwall is hung with white 
net against pale blue satin and ropes ot 


—Upper left, by Tom Lee, Bonwit-Teller. . . . 
(This photograph is used through courtesy of 
W. L. Stensgaard & Associates, Inc., Chicago 
and New York, display licensee for Walt 
Disney's 'Dumbo."') . . Center, by Irving 
Eldredge, R. H. Macy & Co... . Left, by 
Arthur L. Charni, McCutcheon's. . . . (All 
photographs, except that at the upper left, by 
courtesy of Virginia Roehl Studios, New York 
City) — 
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—Right, by Dana O'Clare, Lord & Taylor. 

. . » Center, by Robert Pichenot, Oppenheim 

Collins. . . . Below, by Joseph Dultz, Blooming- 
dale's— 


smilax. The caption executed on a _ photo- 
stat of the traditional music announces sim- 
ply: “Here comes the bride.” She wears 
white and carries a bouquet of white mums; 
her maid of honor wears eggshell and the 
bridesmaids vieux bleu with lacy muffs 
matching the gowns. 

The hostess most likely to be the season's 
success gives as much attention to her tables 
as to her dress and this brings to mind the 
store famous for its table linens, McCutch- 
eon’s (Display Director: Arthur L. Charni) 
herein represented with a typical display, 
seen at the bottom of page 8. The window 
is one of a series demonstrating the will 
of a people to maintain the traditional flow 
of commerce despite great odds and an ex- 
ample of the unity existing among the com- 
ponents of the empire, the merchandise fea- 
tured ranging from English accessories to 
Scottish blankets. All displays employed 


background panels painted in an all-over 
pattern using the British colors and_ the 
stencil legend, “Britain delivers the goods,” 
which identified all shipments. The narrow 
return panel was painted flag blue and was 
utilized for the display of war effort pos- 
ters, shown in cooperation with the British 
Library of Information. Each window had 
on view a watercolor depicting some phase 
of life in England today, lately exhibited at 
the Museum of Modern Art in the Britain- 
at-War show. The display reproduced fea- 
tured double damask from North Ireland, 
shown with napkins, table accessories and 
the actual boxes in which the merchandise 
was shipped. The copy cards were held by 
facsimiles of the British crown. 

Many periods have been called upon to 
supply themes for this season's creations and 
the Nineties, noteworthy for the sophistica- 
tion of jet and fine combining of black with 
pink, have been much in favor. Oppenheim 
Collins (Display Director: Robert Pichenot) 
harked back to the days of “the elaborate 
look” with a bank of windows on this 
theme. (Center, page 9.) Wicker, painted 
white and, like the times, deceptive (it looked 
like wire) was used in the execution of a 
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wall chandelier, a balustrade and a serving 
table (here employed for the display Ol at 
cessories), all worked in the elegant style 
ol the times. The settings were imaginary 
ones in the Hotel Splendide (courtesy of the 
New Yorker) as indicated by the menu 
which the seated mannequin holds The 
table was covered with a Victorian circular 
felt cloth; gold cane chairs and plush were 
used liberally. 

\ season characterized by glamour ts just 
as remarkable for the luxury note which 
furs have added to it. Lord & Taylor (Dis 
play Director: Dana O’Clare) presented its 
collection in settings of splendor, extolling 
their furs as a good investment. The mes- 
sage occupied the entire bank of Fifth ave 
nue windows, a different fur being featured 
in each and similarly displayed. (Top of this 
page.) A mannequin stands on an enormous 
disc covered in gold glitter cloth and tilted 
back. \t her feet are skins of the type 
which have gone into the coat she wears. 
She holds ribbon reins attached to a carousel 
horse embellished with plumes, mane and 
tail made of paper and turther bespangled 
and bejeweled. 


\ 
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| PROMOTIONS | F 
by Louis Gehring 


Display Designer and Consultant, New York City 

























Accent on night life is the 
theme suggested in this display. 
Since it is definitely planned to 
promote the social season it will 
prove very effective as a setting 
for glamorous gowns and acces- 
sories. Let it play a prominent 
part in that greatest of all cele- 
bration nights—New Year's eve. 
Black cloth panel. Collar and 
dress shirt in white linen. Attach 
bow tie. For the New Year's eve 
window, decorate with colorful 
streamers, confetti, balloons, horns. 




















A night at the opera or theatre, thrilling, 
and romantic. Set the stage and present 
a dramatic character such as Pagliacci or 
Cyrano de Bergerac (shown in the sketch). 





This should make an interesting dramatic 
setting for the display of evening wear. 
Arrange one or more mannequins about 
the stage. 
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FOR JANUARY 


This. display unit with 
panel and platform covered 
in wood-grain material can 
be used for interior or win- 
dow. A winter landscape 
photographic blow-up or an 
original framed painting will 
help to create atmospheric 
appeal for the display of 
ski outfits and accessories. 
Arrange snow-laden pine 
branches. 


A study in black and white for you 
South Shop interior or window display. 
Place the palm tree behind bamboo poles. 
Paint the entire setting in flat white and 


arrange against a black background. Your 








colorful Southein wear will lend contrast 








to the black and white. 


This display tells a story 
of gala nights for the holli- 
day season. The black back- 
ground has cut-out windows 
through which a light flickers 
on and off. 
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os Angeles Displays 


Hobgoblins, opera, night life, and Palm 
Springs took the spotlight in Los Angeles 
displays as the first month of the harvest 
season came to a close. But those four im- 
portant themes could not claim complete 
possession of the windows, as they arrived 
at a time when festivity reigns high in this 
all-year playground. The cries of “touch- 
down” were still fresh on everyone's lips, 
and the collegiate demands for razzle-dazzle 
apparel gave the displaymen no time for 
fumbles. The never-say-die sun bathers, 
sailors, and fishermen also contributed in 
bringing October to its thrilling, high scor- 
ing finish. 

The Hallowe’en windows were not hidden 
behind any trick mask, but nevertheless they 
gave the shopping public a thrill with their 
goblins and witches and jack-o-lanterns. 
Many Hallowe’en windows had unusual de- 
signs and settings with corn stalks and 
leaves. “Trick or Treat” was the theme of 
one series of young-age windows. Children 
were shown wearing grotesque masks and 
scaring one another with queer antics and 
movements, or could be seen playing one of 
the many parlor games. Hallowe'en as en- 
joyed by the older folks was revealed in 
Barker Brothers, for ex- 
ample, had a complete table setup for the 
occasion, as pictured. The atmosphere was 


other windows. 


that of a typical barn. Hay, lofts, saddles, 
and corrals made the scene more realistic. 
The opening of the new opera season in- 
spired many displaymen to new heights in 
drama and beauty. In each instance the 
windows were exceptionally well handled in 
all departments. Prominent names in the 
music world were used as the themes of 
many displays. Opera atmosphere was cap- 
tured in the window backgrounds by the use 
of miniature stage reproductions, cut-out au- 
diences, and heavy theatre drapes. I. Magnin 
featured a photographic background of sev- 
eral bars from opera overtures, exquisitely 


By HERB CROSS 
"Dick" Whittington, Los Angeles 


mounted on large gold easels. The manne- 
quins in these opera showings were attired 
in elegant cape and gown combinations “for 
The illumination in 
these displays caused rousing applause from 
critics; it was done almost entirely with 


a diversified evening.” 


spotlights, and made the windows sure sell- 
ers. One window in particular was outstand- 
ing. It showed the mannequins posed as if 
walking down the theatre aisle. Without 
much imagination, the window shopper could 
almost hear the audience applaud. 

From the opera to many of the Hollywood 
night spots was a logical progression ac- 
cording to other window themes. The night 
life was symbolized with cut-out city sky- 
dazzling 
gowns worn by the mannequins. Other for- 
mal windows gave the shopper an inside 
glance at a private party as it would be held 


lines, champagne glasses, and 


in a movieland home. The gayety of these 
occasions was indicated by strewn confetti 





and serpentine, and intimate “tables for two 
Daytime playtime at Palm Springs w: 
the motif for a few showings. Sun-tann 
mannequins wore loafing outfits, unquestio1 
ably inspired by the warm sands of thi 
desert. Palm and yucca silhouette back 
grounds gave contrast to one series of “a 
tion” windows. The mannequins were hat 
a: play, from badminton to croquet. 
“Dramatize your night life with a dress 
that sparkles’ was the theme of a presenta 
tion by Aubrey L. Maley, of the Broadway 
Hollywood. This was one of a series of 
“Night Life’ windows in which Frances 
Denney’s perfumes were featured. On thi 
background was placed a neon sign which 
flashed the words, “Frances Denney’s Night 
Life.” This sign was placed atop a cut-out 
city skyline and appeared to be flashing 
from the roof of one of the tall buildings. 
It also provided most of the illumination for 
the display. Only the mannequin was spot 





lighted to throw a contrasting shadow on 
one wall. The perfumes were displayed on 
a slanting cabaret table. Dramatic were the 
drapes tied across the top and along one 
side of the display, and unusual, too, as they 
were made entirely of paper. 

“Applaud” is the title of the next show 
ing, also on page 12, by Sidney Gorman, ot 
the May Company-Wilshire. Indicative ot 
the opera season, the window accessories 
had a musical theme. An unusual table with 
legs ot plaster cast into massive leaf pat 
terns served to support a smartly coiffured 
bust. On the background was a delicately 
shaped lyre and laughing down on it all was 
a large masque in whose open mouth was the 


—Upper left, by Aubrey L. Maley, The Broad- 
way-Hollywood. . Above, by Sidney Gor- 
man, The May Company-Wilshire. . . . Left, 
by Harvey Pettit, J. W. Robinson Company. 
. . . (All photographs by courtesy of "Dick" 
Whittington, Photographers, Los Angeles) — 











NO! 


al 


them 
vas 
] 0k: 
gran 
gene 
spotl 
shad 
3 
the 
pilla 
land: 
twist 
gave 
mosf 
rugg 
main 
sprig 
leave 
in de 
comr 
wooc 
effec 
to th 
from 
upwa 
sion 
Th 
Bark 
play 
Hall 
as m 
neigh 
and 
elabo 
adde« 
“Joe 
an ul 
wind 
sel | 
Ball” 
Harv 
The 
corns 
the k 
strew 
loons 
in al 
eveni 
quisit 
ing. ” 
paper 
with 
As 
music 
tinkle 
the ¢ 
was | 
an E; 
early 
a fro 
beret. 
above 
of the 
grin 
neck. 
struct 
one b 
Not 
mas.” 
ng ti 
stump 
rlass, 
from 
star) 











NOVEMBER, 1941 


—Right, by J. Roy Stewart, Barker Brothers. 
. . . Center, by Harvey Pettit. . . . Below, by 
J. Roy Stewart— 


theme-word, “Applaud.” One mannequin 
vas used in this display and was shown 
woking downstage to where an opera pro- 
gram had been placed. This display had a 
general illumination with the exception of a 
spotlight on the lyre, casting a_ perfect 
shadow on the background wall. 

J. W. Robinson did an outstanding job in 
the store’s autumn interior displays. The 


pillars and aisles were festooned with gar- 
lands of luscious blue wine grapes, while a 
twisted paper vine and cotton-filled grapes 
gave the store a luxuriant and colorful at- 


mosphere. Included were a number of 
rugged, scraggly tree stumps with few re- 
maining branches and fewer leaves. <A 


sprightly elf danced among the falling 
leaves. The ingeniousness of Harvey Pettit 
in designing these displays caused repeated 
comment. The trees were built over rough 
wooden armatures. The rugged bark was 
effected by twisting paper and applying it 
to the trunk with glue; long twists started 
from the base and kinked their irregular way 
upward, giving a strikingly realistic impres- 
sion of weather-beaten bark. 

The first window illustrated above is from 
Barker Brothers and was designed by Dis- 
play Director J. Roy Stewart. It was a 
Hallowe’en theme entitled “Trick or Treat,” 
as mentioned above. It invites the prankster 
neighbors in for a gay party amid cornstalks 
and pumpkins. The setting for the party is 
elaborately realistic. A bit of humor was 
added by a child’s inscription on one wall: 
“Joe loves Amy.” <A stable door provided 
an unusual “entrance” into the scene. This 
window was illuminated by yellow spotlights. 

“Drama at the Jack-o-Lantern Benefit 
Ball” is the theme of the next window, by 
Harvey Pettit, J. W. Robinson Company. 
The setting was of an autumn motif with 
cornstalks and brown leaves. The gayety of 
the benefit ball was revealed by delicately 
strewn confetti and Hallowe’en masks. Bal- 
loons and noise makers were on a displayer 
in anticipation of good times before the 
evening was over. Two mannequins in ex- 
quisite evening attire were used in the show- 
ing. The background was a panel of pressed 
paper diamonds and squares air-brushed 
with a patent leather finish. 

As the harvest moon was setting, over the 
music of the opera season came the first 
tinkle of Christmas bells. First to flaunt 
the challenge, “Do your shopping early,” 
was Roy Stewart with his suggestion: “Be 
an Early Bird.” Stewart's conception of the 
early bird had breast-of-parrot plumage and 
a frock tail, and was crowned with a jaunty 
beret. With mouth open, he sat perched 
above the worm emerging from the base 
of the tree stump. The worm has a broad 
grin on its face and a bow tie around its 
neck. Bird, worm, and stump were con- 
structed of plaster and brightly colored. On 
one branch of the stump hung a card, “It’s 
Not Too Soon, Start Planning for Christ- 
mas.” The background was done in vary- 
ng tints of blue. On the base around the 
tump was sprinkled a light blue crushed 
‘lass, presumably snow reflecting the blue 
rom the background. Even the Christmas 
tar was in evidence. 
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In the majority of stores, display cases are 
handed over to the tyro displayman for at- 
tention—and yet some stores have experi- 
enced displaymen handling this same job; 
but in all probability cases receive less time, 
effort, and originality than any other form 
Why? If there are new 
worked out, why not 


of display. ideas 
and creations to be 
choose the cases for a proving ground? We 
want to make the shopper “case conscious,” 
for it is at this point that the shopper either 
doesn’t. Accord- 
ingly, we want to present here a few ideas 
on how to arrest the passerby and make her 
as interested in displays as in the 


becomes a customer or 


case 
windows. 

Cases offer an excellent opportunity for 
experimenting in radical” combina- 
tions of perspective, shadows, mirrors, and 
unusual color effects. Use your cases in an 
experimental way—try out various ideas be- 
fore putting them into larger and more ex- 
pensive displays. The small size of most 
cases seems a disadvantage, but if we think 
as miniature and use the 
“characters,” this seeming 
handicap is easily overcome. As a rule, most 
cases are crowded with too many fixtures 
and too much merchandise. 


“more 


of them stages 


merchandise as 


By giving cases an expensive air of styling 
rich and elaborate in background and set- 
ting—we can double the intrinsic appearance 
of the merchandise and show it off to its 
Also cases offer an oppor- 
better mer- 


best advantage. 


tunity to show finer lines of 
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Experiment With Cases 


By KENNETH NEAL 


The Wm. H. Block Company, Indianapolis 


chandise not used as an every-day feature in 
the windows. Color shows at its best in 
small cases and is noticeable at a greater 
distance, which means more drawing power 
exerted on the shopper. 

Although our store has forty cases to be 
trimmed, each one is worked out as individ- 
ually as possible. The present draw-back is 
that this type of display is a one-man job, 
making it difficult to change the case dis- 
plays as frequently as is desirable. How- 
ever, in due time a routine will be worked 
out to overcome this situation. At present 
there are twelve arcade cases, in which we 
are particularly interested because of their 
location—they are spaced in between our 
big windows, six on each side. We feel that 
they are just as important as the windows, 
and therefore we require that special effort 
and originality be given them. 

Although we display the merchandise in 
the cases as attractively and neatly as pos- 
sible, our main idea is to make the 
noticeable because of its “difference,” and 
the merchandise is the secondary consider- 
In other words, the case setting is 
shown. We 
this 


case 


ation. 
the attraction, not the goods 
have noticed remarkable response to 
type of case display. 

In using striking color, perspective, and 
shadow treatments we never allow them to 


do otherwise than contribute to the total 


—Various types of cases in use at Block's, 
with typical trims by Kenneth Neal— 
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effect of the case trim. Let us illustrat 
this with a description of our current cas: 
as this is written. On one side of the ar 
cade they are done in olive-green baci 
grounds, with beige floors and grape vine 
winding about the cases; they also hay 
leaves scattered about with a cluster « 
grapes toward the center of the case, which 
is illumined with lights of red, green, and 
amber. Three examples of this particular 
trim are seen in the photographs below. 
The other side of the arcade has 
with backgrounds and floors done in a two 
tone stripe material, with each case a dif 
ferent color. In these cases there are panels 
done in white, with one side left bare for 
painting suitable scenes (in perspective 
form) suggestive of different seasonal pro- 
motions. The use of colored light in these 
cases allows small rays to fall outside the 
displays onto the arcade floor—and we have 
found this to be effective and appealing to 
the eye. 


cases 


However, this is only the first in the series 
and we are planning to offer forced perspec- 
tive in unusual and interesting ways in these 
cases; for novelty effects in case treatments 
we are introducing optical illusions through 
the use of mirrors, reflections, and the like. 
We are experimenting with shadows and the 
unusual in color. Thus we feel that while 
this type of dramatic display case treatment 
is still in its primary stages, it has a tan- 
gible, definite value which will well repay 
experimentation, 
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Display Determination 


Webster tells us that “determination” is 
strong direction to a given point, firm reso- 
lution and settled purpose; conscious, con- 
tinuous concentration to attain an end. 

Success—in display or otherwise—is never 
the chance port of an aimless voyage. It 
comes only to him who is determined in pur- 
pose, who resolves to fight notwithstanding 
fog, adverse winds, perils and darkness that 
obstruct his pathway. 

Whenever 
one who continually complains of his own 
bad luck and who envies what he terms the 
good fortune of others, you may be sure of 
his lack of determination. Such a man is 
merely drifting; he fails to determine his 
and thereby victim of 


you see an unsuccessful man, 


course becomes a 





By RAY W. PARKS 
Leavitt Stores, Inc., Manchester, N. H. 


First Vice-President, |. A. D. M. 


self-made 
determination 


man 
makes a 


The life of every 
tue contention that 
man his own second creator. 

John Wanamaker rose from messenger boy 
at $1.25 weekly to America’s foremost mer- 
chant. Thomas A. Edison, a with a 
very poor memory, gave the world priceless 
inventions. Howard Thurston slept on a 
grating in back of a theatre and dreamed 
of baffling the world with illusions. 

Abraham Lincoln went from rail-splitter 
to lawyer and the presidency of the United 
States. Al Smith, from New York City’s 
East Side, finally became New York state's 
executive. Marshall Field, a farmer 
from Massachusetts, built one of the 
department The 


proves 


man 


chiet 
boy 
stores. 


world’s greatest 





shifting currents. He may do no great evil, 
but neither does he do any great good. 

3y determination a man can make himself 
what he will. It gives him ever new, pro- 
gressive revelations of his possibilities. He 
may not always succeed, but his chances for 
success increase in proportion to his con- 
centration on a given goal. 

The lives of human “derelicts,” of 
whe prefer drifting to definite purpose, con- 
sist of short each made up of a 
separate day. But wherever there is strong 
direction to a given point, a firm resolution 
settled purpose, the series of short 
transformed into a continuous 
tale where each new day makes a new chap- 
ter. Firm resolution places a man on the 
stage of real action. He is no longer a 
mere spectator, but a part of the spectacle. 
He is a real actor, playing a part that no 
other could play. 


those 


stories, 


and a 


stories is 


—Two displays by Ray Parks. The massive 
letters in the Adam hat window are in natural 
wood— 








Mayo brothers, two small-town boys, became 
the greatest surgeons in all the world. Clar- 
Darrow fought through courts 
for seven years for the sake of a set of sec- 
ond-hand harness. 


ence seven 


Lionel Barrymore at 26 was a star; at 53 
a has-been; at 57 the actor in 
America. Billy Sunday, born in a log cabin 
and reared in an orphan asylum, led a mil- 
lion souls down the sawdust trail. 


greatest 


Andrew Carnegie was born without benefit 
of doctor or midwife because his people were 
tco poor to afford either. He started work- 
ing for 2 cents an hour, and he made $400,- 
000,000 before he died. Al Jolson, once seem- 
ingly doomed to die for the want of 10 cents, 
lived to tear up a million dollar movie con- 
tract. 

Sinclair Lewis, fired from four newspapers, 
later won the Nobel prize for literature. 
John D. Rockefeller earned 4 cents an hour 
hoeing potatoes, yet he amassed the greatest 
fortune in all Hetty spent 
hours in the July sun sorting rags, left a 
fortune of $65,000,000. Theodore Dreiser 
was refused a job by the Chicago Globe so 
he sat in the office until they gave in, be- 
came one of the most distinguished novelists 
in America. Charles Dickens went to school 
for only four years, yet he wrote seventeen 
immortal novels. 

The peasant mother of Enrico Caruso went 
bare-foot to pay 


history. Green 


for his music lessons and 
Law- 


rence Tibbett once picked grapes to pay his 


he became the world’s greatest singer. 


rent and “wasn’t good enough” to sing in his 
high school glee-club; now he is paid $5 a 
second for singing. 

Tolstoy, in his youth, failed in college; 
thirty vears later he wrote two of the great- 
est novels that the world 


“War and 


has ever known: 
“Anna Karenina.” 


[Continued on page 33] 


and Peace” 
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icago Displays Dramatize 


Approach Of Winter 


Brr-rr-rrr-rrrr! The weather pulls up its 
coat collar and snuggles into its pockets... 
Up and down the 


scarfs and 


noses are in the pink. 


avenue hats go wheeling, and 
skirts go swirling ahead of the walkers who 
their strolling pace to a 
November cracks its whip 
the windy city 


have quickened 


brisk stride as 
about their ankles. Chicago 
is living up to its name. 
Just to make things look a little more com- 
fortable, local display psychologists are por- 
traying the settings behind the 
glass fronts of the shop windows—glowing 
interiors, friendly stacked high 
with birch logs, dining tables complete with 
everything but the Thanksgiving turkey, and 
mannequins dripping with furs. It all just 
make the shivering onlooker wish 


coziest of 


fireplaces 


goes to 
he were on the inside looking out. 

“Sitting high” in the world of fashion are 
the shoes recently dramatized for the formal 
season by Carson Pirie Scott & Co. and J. 
W. Campbell “did right by them” in a fanci- 
ful setting pointed up by the legend: “As 
Lights Go Up at the Opera. Stepped 
up on tiers of marble-like platforms were 
gleaming sandals and deep velvet pumps, the 
bottom row sandwiched in between portraits 
of James Melton and Gladys Swarthout. And 
beside a marble column, before a draped 
arched opening, on top of the exhibit sat a 
pretty thing all dressed up in her finest 
feathers and net flounces. Fringed valances 
around the top of the set gave an appropriate 
finish; the display is shown on this page. 


STURDiy 
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PRACTICA, WARM anp 





By KENDALL HULL 
Fred Kuehn & Co., Chicago 


The camera caught an unusual setting 
showing sports apparel for the teen-ager 
which John T. Chord featured inside Mar- 
shall Field’s. In a large shadow-box picture 
frame of ornate design he showed a manne- 
quin tucked into wooly garments from her 
babushka-topped head to her brightly clad 
feet. And _ for atmosphere there 
were pumpkins (both tall and squat) autumn 
leaves, market baskets of fruit and vege- 
tables and strings of colored corn hanging 


seasonal 





weamily 





alongside a high wall shelf. Backstage sun- 
shine filtered through onto a card tossed 
onto the branches to light up the words, 
“Wear Indian Summer Colors.” Of course 
the model’s boxy sweater, pleated skirt and 
accessories followed through with the sug- 
This display is pictured here. 
“It’s Snow Suit Time for the Family” 
read the announcement in a window for 
youngsters arranged by Ray Bianchi, Gold- 
blatt’s State street store. Before a high white 


gestion. 


SPOUSES IS oe ae on ae ey 
« aX pays) CEL 3 eds 
SERGE ESCO 


section of wall, with a frieze of icicles (no 
pun intended) bordering the top, a dozen 
boys and girls of stair-step sizes waded in 
an unconcerned manner through drifts of 
powdered snow. Taking their fun where 
they found it, some were contemplating ski- 
ing, some hockey, others clustered around a 
big bob sled. And high above them, a sign 
atop the wall was directed to oldsters in 
control of the pocketbook zippers and out- 
lined good points of the apparel with such 
lines as “Sturdily Fashioned for wear and 
comfort,” “Wonderfully Warm and Practi 
cal,” “Cleverly Designed Matching Hoods,’ 
and “Zip Jacket and Zip Bottom Ski Pants.” 
The window is shown. 

Another to capitalize on the Indian sum 
mer theme was Display Director Sam Blum 
The Fair. Gaining rustic atmosphere wit! 
patches of artificial sod on the floor and a 
regulation sized park bench slanting up to 
ward the center of the window from th 


—Upper left, by J. W. Campbell, Carson 
Pirie Scott & Co... . Above, by John T. Chord, 
Marshall Field & Co... . Left, by Ray Bianchi, 
Goldblatt Brothers State street store... . (All 
photographs by courtesy of Fred Kuehn & Co. 
Photographers, Chicago) — 
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—Right, by Sam Blum, The Fair. . . . Center, 
by Les Barofsky, Morris B. Sachs. . . . Below, 
by J. R. Cooper, Mandel Brothers— 


lower left, he called attention to walking 
togs for women with an easel made of bark- 
covered poles on which was a large photo- 
graph of a tree-lined lane. An informal 
card bore the legend, “Are You Walking 
Out in Chicago? Newest pastel suits walk 
you through secluded Park Paths.” Three 
mannequins, two standing, one seated, wore 
long jacketed suits in pale tones; accessories 
anc a top coat were strategically placed 
about the window. The set, which is pic- 
tured here, was one of a series of four out- 
door fashion windows done by Blum, each 
of which was dominated by a blow-up of an 
outdoor scene displayed on an easel of rustic 
tree trunks. 

Going in for old masterpieces, Les Bar 
otsky, Morris B. Sachs, recently showed a 
series of six windows, each devoted to fash- 
ions in a color taken from one painting. 





All the displays were exhibited inside giant 
frames, beside which stood a reproduction of 
a famous masterpiece, such as Leonardo Da 
Vinci's “Mona Lisa,” shown here. In this 
window, two models in luxurious fur col- 
lared coats featured “Mona Lisa” brown, 
effectively contrasted by the velvet draperies 
forming the background of the frame. Spot- 
lights played upon the picture, upon the 
painting and the poster down front, the latter 
heralding “Portrait Colors.” 

A most entrancing extravaganza of sur- 
realism was that recently dreamed up by 
J. R. Cooper, over at Mandel Brothers, to 
dramatize a single, filmy creation of a dance 
frock. It’s a little difficult to know just 
where to start to describe this ingenious 
set, for like most oddities of this sort it 
has no beginning and no end... but it’s 
there—you can’t get away from it... and 
you'll remember it for a long time to come. 
Well, let's see what the poster has to say 
the window is pictured here). “Night Life 
—~You Dance the Adagio of Night... a 
Lovely Creation of Mysteria, Romance.” 
Chat’s it—“mysteria”—in the shadows of the 
long-pronged tree arms and gigantic, padded 
satin lips hanging in mid-air on an invisible 
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curtain of net . in the twilight-colored 
swan swimming gracefully between two vel 
vety embankments ... in the silken waves 
that splash against the foreground glass, 
tossing slippers and feminine flimsies in 
their path . . . in the human hands that 
reach from out of nowhere to hold perfumes 
and glittering things . in the silver tree 
trunk that lunges crazily upward in _ the 
background. And high above all this, the 
dancers posed in the limelight, the man in 
full evening attire holding up to full view 
his charming partner, be-netted, be-sequined, 
be-gloved and be-autiful 

Arthur Fraser of Marshall Field & Co 


recently showed a charming boudoir, cap 


tioned: “Provincial bedroom quaint re- 
treat in a country home glowing with 
warm hospitality.” And to make good the 


statement, he gathered together a collection 
of the most easy-to-live-with furniture, pic- 
tures, knick-knacks and rugs and surrounded 
them with a background that has a con 
stunt stream of stoppers-by pressing against 
the window glass to exclaim, “Oh, how 
lovely,” or “Wouldn't you adore having a 
room just like that?” 
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—Each of these last-minute holiday display units was 
created from the original Christmas motif accompanying 
it. They can vary in size from small counter units to 
massive floor set-ups, and construction can be simple 
or elaborate depending upon time and the budget— - 
descrit 
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Center 
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—The housewife's interest in blankets, mattresses, and white goods of all 
description will be on the increase for the next several months. Some 
timely suggestions for this type of merchandise are pictured here. Top, 
left column, a display by C. R. Crawley, Chandler & Co., Boston .. . 
Center, by William E. Mixon, Kresge Department Store, Newark . . . 
Bottom, by Mrs. Dace Killingsworth, Denver Dry Goods Company, Denver 





. Right column, top, by George H. Wagner, J. L. Brandeis & Sons, 
Omaha; the reclining figure, cloud, and stars dramatized ‘For the ‘Rest’ 
of Your Life—Serta" . . . Center, by William E. Mixon .. . Below, ''Don't 
Play Ostrich to this Opportunity'"—a blanket display by Frank G. Bingham, 
Robertson Brothers, South Bend. More of Bingham's displays appear 

elsewhere in this issue— 
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erchandise Display Rules 
Hecht’s New Men’s Shop 


\s a first step in a major expansion and 
complete modernization program, our com- 
pany has recently completed a new _ five- 
story-and-basement addition. This building, 
facing on “E” street, provides an additional 
100,000 square feet of much-needed selling 
space. Great care was taken with the plan- 
ning of the new building and nothing was 
left undone which might affect selling effi- 
Included in 
this phase of the program was a provision 


ciency and shopper comfort. 


for widened aisle space and the incorpora- 
tion of many new features for customer 
convenience and dramatic merchandise 
presentation, 

Two whole floors in this addition have 
been given over exclusively to men’s wear 
and men’s furnishings. With men _ every- 
where giving more and more attention to 
their apparel—and buying it, incidentally, 
with a better knowledge of fashion and color 
harmony than ever before—it was decided 
that dramatic display of the merchandise 
was absolutely essential. Accordingly, the 
basic idea behind the planning of the new 
men’s shop was to give it a real man’s set- 
ting and at the same time provide for the 
maximum in merchandising presentation. 

The whole department was conceived as a 
complete ensemble of color harmony, equip- 
ment, lighting, and general appointments. 
The equipment proper is a combination of 
maple and beautifully matched prima vera 
veneers, finished in a soft golden hue—a 
particularly effective tone for the men’s 
shop as contrasted to the feminine finish 
in the women’s sections of the store. Ilu- 
mination is achieved through a controlled, 





By LOUIS A. BANKS 
The Hecht Company, Washington 


direct-lensed lighting system for general 
lighting. This is supplemented with con- 
cealed fluorescent lighting. Through a series 
of baffle panels, directly behind the cornice, 
the lighting is distributed both upward and 
down—thus illuminating the merchandise in 
the cabinets and at the same time lighting 
the departmental signs and aiding the gen- 
eral illumination. 

Of course, from the writer's standpoint, 
one of the most exciting of all the develop- 
ments in The Hecht Company's current mod- 
ernization plan is the great emphasis on 
merchandise display and store “presenta- 
tion.” One thing in particular stands out, 
probably indicative of a trend in men’s wear 


display. Mannequins—smart, sophisticat 
and honest-to-goodness realistic mannequiis 
to suit the requirements of each department 
—now take the place of the headless forms 
formerly used throughout the Hecht stor 
Only mannequins will be used to present 
the merchandise, not only in the windows 
but throughout the store’s interior. “Be- 
headed” are the headless forms under this 
policy, and Hecht’s therefore becomes the 
first department store in America to take 
this position, so far as we have been abk 
to learn. 

Of course we were familiar with what 
had “gone before” in the way of masculine 
(!) mannequins—ranging from the “pretty 








boy” to the “gangster” types; we wanted 
nothing like either of those extremes. But 
in view of the general improvement in men’s 
forms we decided that we should be able 
to procure mannequins which would be fully 
up to the standard set by the new men’s 
shop. Since everything else was being 
planned so carefully and at such long range, 
it was decided to leave nothing to chance 
so far as mannequins were concerned—that 
since we knew so thoroughly the type of 
people to whom our store caters that we 
should have our figures custom-styled to 
suit The Hecht Company's individual re- 
quirements. This phase of the moderniza- 
tion program fell to the writer, to whom 
was assigned the task of collaborating with 
Esquire magazine and with Jas. B. Williams, 
Inc., in developing a whole family of man- 
nequins for our store. 

We believe the photographs speak tot 
themselves in showing what came of this 
decision. Complete flexibility, faces with 
character, the ability to wear clothes as seen 
in actual use—we think they are fully ex- 
pressive of the progressive policy for which 
the new Hecht men’s shop stands. 
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The Most 


STRIKING 
DISPLAY 
INNOVATION 


In Years! 


Smart, Distinctive--- 
Definitely New! 


Sparkling, clear 7/32" all-glass "Multi-Use" Dis- 
Sen bent at perfect right angles to make 
the most attractive and novel displayer you 
could imagine. Sets off any type of merchandise 
perfectly. ‘Multi-Use'' Displayers are always 
new and different each time you use them— 
innumerable adaptations possible. Strong and 
sturdy, they will support weights up to 300 
ounds. Complete visibility from any angle. 
All edges polished. 


No. 608, 6'' high, each leg 8" wide 
No. 610, 6" high, each leg 10" wide 
$24.00 per dozen 
No. 808, 8" high, each leg 8" wide 
No. 810, 8" high, each leg 10" wide 
$30.00 per dozen 
No. 1208, 12" high, each leg 8'' wide 
No. 1210, 12" high, each leg 10" wide 
$36.00 per dozen 
No. 1610, 16" high, each leg 10" wide 
No. 1611, 16" high, each leg I!" wide 
$42.00 per dozen 


{Assorted sizes in dozen lots, no extra 


charge. All orders F.O.B. Cincinnati. 


, (As used by William Arinow, John Shillito Co., Cincinnati) 
Z\ : OF seal Placed on the market only a few days ago, "Multi-Use" 
rd \ Le " _ Displayers already have been given immediate acceptance 
ion \ . 7 by leading displaymen who have seen them. Get on the 
\ sas a \ bandwagon! Give your displays added distinction and 
8 ‘ attraction power with "Multi-Use." Shipment within one 
‘ae week to ten days. Available with other than right-angle 
ae. . bends on special order. 
\. DESIRABLE JOBBER TERRITORIES OPEN 


(Process Patented No. 2,02: 


J. E. BARRON & ASSOCIATES 


534 VINE STREET Ph. Parkway 0502 CINCINNATI, OHIO 
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Atr Brush and ben 


By RICHARD K. PUGH 
Abdalla's, Opelousas, La. 


NO! 


In an article by the writer in the July way to maintain speed in card writing. in the pinches which sometimes occur. 
issue of DISPLAY WORLD I discussed Many have adopted the smooth means of the Having tried many ways to make cai 
“three-in-one” cards which were highly il- pen in all sizes, shapes, and forms. writing a more simplified task, I think 
lustrated and took a great deal of time to Many colors have been processed in the have succeeded to a certain extent in ex 
execute. I received many comments on past few years for pen use which make this  cuting a card with character and a simpk 
these. One individual in particular asked: type of card less complicated for the writer. sophisticated appeal. 

“Isn't there a more simplified means of pro- However, I lean a little toward black ink Abdalla’s, catering to the middle and bet 
ducing an effective card with the illustrated and white background, as the cards show. ter classes of trade, does not demand 

appearance?” The question interested me Note the silhouette effect given by using flashy card, but something that appeals t 
and I began experimenting, for I, like others, a reversed stencil with the air brush. By the average department store customer. This 
would like to simplify our task ... no reversed, I mean that the portion of the gives us a chance to be more flexible wit! 
matter how much we love the art. stencil ordinarily disregarded is put into our cards than many other retail establish 

The first glance at the cards below will use. Many things can be done with this ments which either demand heavy lettering 
attract the reader, first, with their simple method and they have proved very effective, or the other extreme. Over a period of a 
air brush illustrations and, second, their un- especially when used along with the stencil month, in our twenty-one display windows 


usual pen variations. This combination isn’t itself, giving greater depth to the card and and numerous departments covering thre 
rare. It’s a growing habit with card writers a more pronounced illustration. I, as you floors, we have plenty of places to try new 


everywhere. The air brush is today a more’ will note, have made a practice of using card ideas. 

simplified means of illustrating and has — stencils many times, using them in the most Through a range of many types of show 
ceased to be a complicated tool; card- practical places for illustrating or to add cards, complicated or casual as they may 
writers, who once swore by the dip of a atmosphere to the card. It is wise to keep be, we feel that the pen and the air brush 
red sable, now seek a quicker, more definite all stencils on file for further use or to use make a swell team for speed and accuracy 
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© GULF STREAM @e TROPICAL 
© CALYPSO SINGER e TRINIDAD 
@ WHITE SALE 


in 3 DIMENSIONAL UNITS 
for your 


RESORT WEAR DISPLAYS 


MARQUARDT & C0... 


DISPLAY PAPER DIVISION 
75 SPRING STREET NEW YORK, N_ Y. 








WRITE TODAY FOR ILLUSTRATIONS AND COMPLETE INFORMATION! 
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—Here is a provincial theme for a 

post treatment. The canopy is faced 

with bright red shingles. The scroll 

valance, shelves, and cabinets to be 

of unfinished pine. Strap hinges can 

be cut from wall board and painted 
black to imitate iron— 























An interesting variation on the resort wear theme is furnished 

by this cut-out lobster in bright red, serving as a sign holder. 

An 18-inch partition of light framework, filled with fish-net, 
supplies a fixture on which to drape swim suits— 











—The coming season, more than ever before, will see all travel 
records eclipsed. The main exodus will be to the South and to 
Mexico. Here we show a luggage displayer in the form of a 
platform; the merchandise is just off the floor and is therefore 
easy to handle. Unpainted pine is used for the platform and 
fence. A real saddle and saddle-blanket are draped on the 
board. This would make an especially appropriate setting for 
saddle-tan luggage— 





A 


tm | 


: a. 
—This post decoration consists of a cir- y 
cle and ribbon design to carry any i 
appropriate wording for your January 
sales. The painting of the hour-glass 
in the circle dramatizes the turn of the I} 

year and suggests action— | 
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W. M. ZEPPEN-FIELD 


Chicago Showroom 
EARLY DELIVERIES 
GUARANTEED JACK CAMERON 


209 South State St. 





W. M. ZEPPEN-FIELD STUDIOS, 1057 NORTH LA BREA, HOLLYWOOD 
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The International Association of Display 
Men played host to a meeting on Thursday, 
October 30, with a display managers’ lunch- 
eon at the Hotel Harrington, Washington, in 
the interests of national defense. Al Bliss, 
Bliss Displays, and C. J. Shevlin, from the 
display department of R. H. Macy’s, both of 
New York City, were visiting guests, while 
Col. Walter P. Burns, of the U. S. Office 
of Civilian Defense, accompanied by his 
staff, was the speaker. 

Col. Burns described the 
set-up in detail and explained, with the aid 


organization 


ol photographs, the use of various corps of 
civilian defense workers needed. He asked 
for plans on displays for this promotion 
Bliss was called on at this time and pre- 
sented a number of attractive background 
suggestions. A general discussion followed 
and a decision was reached on promotional 
plans to be consolidated for the promotion 
on a large scale. 

The progress made by the office of civilian 
defense is remarkable. They seem to have 
covered every detail requisite to the organi- 
zation of a civilian army, including various 
divisions, each one to receive its individual 
instructions and each division to have its 
individual insignia to be worn on an arm 
These divisions consist of Air Raid 
wardens, Auxiliary police, 
Auxiliary firemen, Fire watchers, the Medi- 
Nurses’ Aides 
Messengers, Drivers 


band. 
Somb squads, 
cal corps, Rescue squads, 
corps, Staff 
corps, Emergency Food and Housing corps, 


corps, 


“ 
d 
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By JOHN L. KING RREES. 0 REAR to 


Managing Director 


corps, Demolition and 
Clearance crews, Road Repair crews. At 
some later date these sketches and books, 
printed to show the insignias to be worn 
and describing the duties of each individual 
corps, will be forwarded to displaymen 
throughout the nation. This is the first rec- 
ognition made by our government of the 
value of display to our country in many 
years. Col. Burns is attached to the Execu- 
tive Office of the President, Office of Emer- 
gency Management, and promises to call on 
the retailers and displaymen in this country 
for assistance from now on. 

The writer is cooperating with this office 
in an advisory capacity and can promise you 
that retailers and displaymen will have op- 
portunities from now on to cooperate with 


Decontamination 


our government on patriotic endeavors and 
that the displayman shall be recognized for 
his ability in service to his country. 

We have just received a number of out- 
lines on display courses from Everett W. 
Quintrell, chairman of our educational com- 
mittee, and as soon as copies are made of 
them by this office, they will be forwarded 
to Joseph Apolinsky, Loveman, Joseph & 
Loeb, Birmingham, under whose direction a 
text-book for teaching display courses will 
be written. 

I have finished figuring out the cost of 
floor space in the Jefferson hotel for our next 
convention in St. Louis. The Jefferson is an 


& #1 


in a sisal 
= elle “ 





—Richard A. Staines, Vandever Dry Goods 
Company, Tulsa, and treasurer of the Inter- 
national Association of Display Men, invests 
some of the organization's funds in defense 


bonds. Seven of the Series "F'' bonds were 
purchased for $5,180 and will have a maturity 
value of $7,000— 


answer to the prayer of a great number of 
our exhibitors, because on its mezzanine 
floor there will be ten large display rooms 
This will be the main exhibit floor. An- 
other thing that should be pleasant to the 
ears of our exhibitors is the fact that these 
rooms have been valued on the same scale 
as the rooms on the first, second and fifth 
floors of the Hotel Sherman. In other words, 
it will cost no more to have a room on the 
main exhibit floor than it will on the floors 
up above. On the second floor, just above 
this mezzanine, are nine very large rooms, 
accessible by a stairway. These also will 
be very inviting to our exhibitors who need 
large spaces. The hotel is reserving a quan- 
tity of other good-sized sample rooms fot 
our use. The greater part of this hotel 1s 
air cooled and from the enthusiasm dis 
played by the St. Louis club in their desire 


—Three of four St. Louis Display Club men 
to be awarded life memberships in both the 
local club and the International Association of 
Display Men. Left to right, Joseph Chadwick, 
Famous-Barr Company; Glee R. Stocker. Glee 
R. Stocker & Associates, and Syl Reiser, Garri- 
son-Wagner Company. Chadwick and Stocker 
are both past presidents of the I. A. D. M., 
while Reiser served for several years as man- 
aging director of that organization. as 
Erwin Hiffman, Hiffman Display Advertising 
Company, also a past president, was not 
present when the photograph was made— 
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to do things which will entertain our visit- 
ors, it promises to be a grand convention 
regardless. 


It is not often that I have an opportunity 
to let my thoughts wander away from the 
routine duties of an secretary 
and drift into the more technical field of the 
actual work that we do in a display profes- 
I am going to mention a few ot the 
important things that some of us don’t do 
very well on interior displays. 

Do we follow up our advertising and win- 
dow displays by presenting a similar picture 


association 


sion. 


inside of a store? Remember that in a de- 
partment itself is the point of sale and 
that that is the vital spot where displays 
can be the most effective. Are we really 


particular about seeing that merchandise 1s 
priced? Regardless of how refined or high 
class a store pretends to be, its business is 
before 


not to give merchandise away and 


any sale is made they must come out and 
admit the price, even though they feel reti- 
cent about doing this because that price 
might not appeal to the bargain hunter. 


However, to those of our customers who 
would buy merchandise, the truth must be 
taced and the price must be told before a 
sale is registered. Therefore, why let a 


single display slip by without having a price 
n it, even though the smallest of merchan- 
ise? 

The other day I noticed a very delight 
but 
show information, 
ere was none. I could not determine from 
oking at this beautiful whether 
of the many sizes of perfume shown 


illy trimmed case of toiletries when | 


oked at the case for 
display 


hy one 


therein would be suitable to my pocketbook. 
Now the manufacturer was careful to make 
the products in all sizes so that it would be 
suitable to different and yet 
We disguised the very thing that the manu- 
facturer made such an effort to control 
There many customers that buy on 
the spur of the moment and if the answer is 


sized purses, 


are so 


not there when they look into a show case, 
they are not likely to make a great deal of 
effort to hunt up a sales person and inquire 


about it; thereby we lose a sale. 


I have just received a communication, a 


part of which reads as follows: 

“We are shopping for an experienced dis- 
playman—not a typical department store 
prettier-upper—but a hard-boiled guy with 


mail order or chain training. He would work 


primarily on housing problems for private 
brand and key 


“Our worthy candidate should have a keen 


item staples. 


appreciation of the merchandising and pro 
motional phases of department store opera- 
tion. He would work York of 
fice under my direction and would travel a 


in our New 


bit putting his plans into effect. 
“He should be able to design said display 


and selling units as, at the start, he will not 


have a staff of draftsmen at his beck and 
call. If he has imagination and loads of 
creative ability he will get further with us 


than if he is just a good draftsman but he 


must not have any characteristics of the 
prima donna.” 

I suggest that if 
a position of this character, he communicate 
with I. A. D. M. headquarters, 402 Evening 


Stat Washington, D. C. 


anyone is interested in 


building, 
















We anticipated your “‘last-minute”’ 
requirements and have plenty of 


stock! Those “hard-to-get’’ items 
os such as Foils and Metals, are on 
hand for immediate delivery ; 
Every conceivable Xmas _ Fabric 
MAHARAM or Novelty You can depend 
CAN FILL on us for speedy, efficient service 
EVERY 1 Few Xmas Suggestions 
DISPLAY Sertiorna FLOWERS 
CELLOPHANE PRODECTS 
NEED DISPLAY PAPERS 
SATIN RIBBONS 
_ RAYON ROPI 
JEWEL CLOTHS 
SATINS, VELVETS, BRO 


CADES, PLUSHES, CRASHES 


\ | \ :\ 
FABRIC CORPORATION. 
Complete Line of Display Fabrics & Accessories 


NEW YORK — 130 WEST 46th STREET 


San Francisco 
830 Market St 








Los Angeles 
819 Santee St. 


St. Louis 
915 Olive St. 


Chicago 


6 E. Lake St. 














The term “functional design” has been 
much overworked in ours and related busi- 
nesses. I would like to clarify the meaning 
of it before dwelling on the subject and its 
component parts. According to Webster, a 
function is “the doing of a thing, or the 
related behavior of a part to the whole.” His 
“a scheme or plan of 
His words for display 


definition of design is 
a device or action.” 
are “the showing of merchandise or outward 
display of merits.” 

We might well make a composite defini- 
tion of “functional design in display” thus: 
“a plan to force the doing of a thing by the 
showing of merchandise or the merits of a 
With the same meaning, we might 
‘A display of merchandise or ob- 


product.” 
word it, 
jects planned to force the function of buy- 
ing.” 

Certain authorities have different 
planning known as 


names 
for this psychological 
“functional design.” Part of a new technique 
in architectural design is known as “co- 
realism,” with its result known as “bio-tech- 
nique.” “Streamlining” is another term that 
might be applied in a broad sense, but has 
more to do with line than with function. 
In its truest meaning, “functional design” 
means “the natural thing to do.” It is just 
the natural way to bring product and buyer 
together for the purpose of selling the buyer 
on the merits of the product. 

In the display field, the ultimate goal of 
anything we do is to promote the sale of 
merchandise. The man who really pays for 
the display is the ultimate customer who 
buys the product, whether it’s pumps or pea- 
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XXXVIII. JOHN Q. PUBLIC 


By J. FLEMING 
Hartwig Studios, Milwaukee 


nuts. I have often wondered, when looking 
at some of the “efforts” of some display de- 
signers, whether they ever thought of that 
as the real inspiration for their work. Does 
their design “Win Friends and Influence 
People,” is it purely a reflection of their 
own desire to show off their perfected tech- 
nique in fabrication, or is it their effort to 
show off how smart their new type of “de- 
sign” looks ? 

Let’s approach this man who buys the 
product. To the merchandising and adver- 
tising man he is known as the market. Each 
product has its own corner on the needs 
of a part of this market. Most of the prod- 
ucts we sell when we display them for our 
clients have a market all their own, bounded 
by many things use, economy, capacity 
to be “better than,” or pure necessity. This 
bcunding of the product by a fence of quali- 
fications automatically gives it a personality 
through which it endeavors to meet and win 
the approval of the market. I like to make 
this a little more substantial by calling the 
market “John Q. Public,” and finding out 
what sort of person he is before I try to sell 
hint something—to prepare the product’s per- 
sonality as he would like to meet it, so that 
when they do meet all the formality is over 
with; they get right down to appreciating 
each other and become friends. 

When we make our sales call, we are 
usually given the details of the product's 
merits and possibilities by the advertising 
man or sales manager. The personality of 
that product is unfolded to us right there, 
and we immediately recognize its possibili- 
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Display Studio Problems 


ties. Our problem is to sell it to the mark 
in terms of line, form, and color. After \ 
have adjusted our minds to the merits of t] 
product, our next step in design is to fil 





—J. Fleming— 


out who this fellow is that we intend to sell 
the product to, and how he likes to buy. 
Engineers are interested in charts and 
graphs that show the performance of a pump, 
but Mrs. Housewife wouldn’t even look at 
them. She wants to know what it will do 
for her in keeping her basement dry, or 
whether it will give her a constant supply 
of water. After we have determined who 
this buyer is, in our minds, then and only 
then can we successfully start on our design 
for a display. That pump must now be 
shined, dressed up, and formally introduced 
to the buyer in the proper surroundings. 
Our art work or layout must be within the 
scope of our practical knowledge of mate 
rials and fabrication, but these are elements 
of the personality of the surroundings, and 
therefore are only a part of the whole pres- 
entation. We must be conscious of sincere 
trends in design, and fundamentally good 
layout, but art for art’s sake has absolutely 
no place in the display business. Just re- 
member that you are not selling the display 
to the public; you are selling the product 
The buyer, J. Q. P. as we now know him, 
is just an ordinary person, fundamentally. 
Statistics and science tell us that he is a 
person with a height of approximately 5 feet, 
10 inches, he has two arms, two legs, two 
eyes, two ears, and weighs about 160 pounds 
His personality is fundamentally that of an 
egotist, and he is a creature of habit. Being 
such, he dislikes anything that might upset 
his routine of behavior, but he likes thrills, 
excitement, and the unusual. He is ver) 
proud of his home, his clothes, his car, and 
his job, where he thinks he earns every 
penny of his salary. His outlook on th 
world is that he is really the only person in 
it, all the others being put there for h 
use or to do something for him. His special 
niche in the world, and his knowledge of t! 
subject which we try to tell him about with 
a good display is the only point other than 
these that we are interested in. We mt 
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bear in mind though, in designing our dis- | 


play, that J. Q. P. likes to take it easy, but 
is always in a hurry. Our layout must 
therefore utilize space so that he doesn’t 
have too much to do, or things to distract 
or upset him while we are in the process of 
extolling the merits of the product on dis- 
play. The important thing we must remem- 
ber is that we must lead him to do what we 
want him to do, without any physical effort, 
word, or action other than making him want 
to see what it is all about when he examines 
the product. Perhaps the most commend- 
able way of determining this is to put our- 
selves in his shoes. 

We know that one of the many points of 
the product we are merchandising will strike 
home with him. His interest in quality, price, 
usc, and results are the things we must harp 
on to make him better acquainted with our 
product. We can use the elements of sur- 
prise, comparison, economy, or any of the 
other tricks in the selling bag, as long as 
we do it tastefully, and without too much 
explanation. 

His physical capacities are important to 
us in designing our displays. He sits most 
conveniently at a height of about 18 to 20 
inches, and likes to lean back when sitting. 
When standing, he views pictures at eye 
level or slightly below. When walking, he 
wants comfort underfoot, as well as plenty 
of room to move easily. He likes privacy 
where possible, and hates to have a salesman 
pounce on him the minute he steps within 
the boundaries of a booth. He doesn’t like 
to have to walk over or around things to get 
to what he wants to see, and he likes to 
have things handy. If he has a hat and coat 
on and intends to stay awhile, he wants a 
place to put them where they will be safe. 
If it is intended that he operate some device 
as a demonstration, he is embarrassed if he 
has to reach too far, work too hard, or make 
a spectacle of himself in any way. 

These are only a few of the things that 
must be taken into consideration when we 
start to design something for J. Q. P., and 
each of them becomes one of the boundaries 
or elements of a part of our display. When 
assembled, they form a good sound founda- 
tion upon which to build our design in a 
practical manner. 
ping stone toward a good functional display 


Each of them is a step- 


design, made to “force the buying of a prod- 
duct,” and arranging a convenient, practi- 
cal introduction of the product to the pros- 
pect. Careful consideration of each of the 
points involved means that we have a good 
reason for designing as we do. We are 
trying to sell something to our client that 
in turn something for him—to our 
friend John Q. Public. 


"Air Conditioning" Unit 
For Air Painting 

A new, compact unit which removes water, 
oi! and impurities from the airline of air 
painting equipment has been placed on the 
market by Paasche Airbrush 
1909 Diversey parkway, Chicago. The “air 


sells 


Company, 


conditioning” unit provides an air purifier 
and an efficient air regulator with gauge, 
giving positive protection against moisture, 
and insuring proper atomization pressure for 
colors of various densities. Literature on 
the device can be obtained from the ad- 
dress given above. 
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NU WAY TO DISPLAY TROUSERS 





Patent No. 2,087,149 7/13/37 





THE DOUBLE 
HOOK REMOVABLE 
— TROUSER HANGER 


CUSTOMERS’ 
SELF-HELP 
DISPLAY 


MORE 
EFFICIENT 


LABOR 
SAVING 








End View Double Row Cabinet 


Holds the trousers smoothly in perfect 


A order on racks or in cabinets, creating 


orderly display at all times. All inquiries 


will receive prompt attention. 


Nu-Way Trouser Hangers can be used 
on single or double racks, wall cases, 


shelving space, revolving cabinets or floor panel cabinets. Let us solve 
your trouser display problem. 


NU-WAY FIXTURE FACTORY, 424 2nd St., Santa Rosa, California 
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SAMPLES ON REQUEST 


A Product of 


AGO CARDBOARD 


66 W. WASHINGTON BLVD. 
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Point-of-Sale Gallery... 


OF NATIONAL DISPLAYS = 





—Procter & Gamble led off 
its fall "Teel" dealer promo- 
tion with an unusual three 
dimensional display _ pro- 
duced by Snyder & Black, 
Inc., New York City. Drama- 
tized is the "Teel' bottle, 
and much attention is given 
to the much-publicized 'Teel’’ 
drop— 


—Miller & Hollis, Inc., Bos- 
ton, is sponsoring a promo- 
tion designed to increase the 
sale of the firm's candy as 
gifts to men in the service. 
Excellent design is carried 
through all the way, even to 
the colorful mailing label. 
The display card is in red, 
blue, and gold for a military 
effect. The card was done 
by Forbes Lithograph Com- 
pany, Boston— 


—The crystal-clear display 
canister for ice cream cones 
is made of “Lumarith," a 
Celluloid Corporation prod- 
uct, and is fabricated by 
Weinman Brothers, Chicago. 
The metal cover is not 
shown— 


—The center panel in the 
Upjohn Company display is 
done in the inimitable style 


Waid of Norman Rockwell and is 


= - I =| : an immediate eye-stopper. 
A BE, peu J ‘F. mr 288 Beautiful in design and con- 
oY ow ; , struction, this display tells a 

Ce cat® . : \ ; 
= CRE uC : : ie a a a | — i complete story for Upjohn 


vitamin products. Created 
and lithographed in_ full 
color by Forbes— 


—Designed and executed un- 
der the direction of the sales 
promotion department of 
Revlon Products Corporation, 
this striking displayer shows 
the merchandise to excellent 
advantage and at the same 
time protects against dust 
and dirt. Fabricated of 
“Lumarith,” by Hygienol 
Corporation, New Rochelle, 
N. Y.— 


—In this display by Display 
Counselors, New York City, 
an actual zipper is mounted 
in the fabric-silhouette and 
can be moved up and down. 
Silk-screened in six colors, 
the card makes a striking 
display piece for Walde's 
Koh-l-Noor Company, Long 
Island City, N. Y.— 
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Cincinnati Display Contest 
Results Announced 

The results of the annual city-wide dis- 
play contest sponsored by the Cincinnati 
Symphony Orchestra committee, in connec- 


tion with the opening of the fall music sea- | 


son, were announced at a “Victory Lunch- 


eon” at the Hotel Netherland-Plaza_ re- | 
cently. In the department store classifica- | 


tion, Del Heizer, Mabley & Carew Company, 
and William Arinow, John Shillito Com- 
pany, tied for first prize and were each 
awarded a silver trophy. Second place went 
to Andrew Matzer, Rollman & Sons Com- 


pany, and honorable mentions to Cogswell | 
Cromwell, H. & S. Pogue Company, and | 
Lawrence Reisenbeck and Frank Behrens, | 
Alms & Doepke Company; the two firms re- | 


ceiving honorable mention installed sym- 
phony tie-in windows but were not partici- 
pants in the contest. 

In the specialty shop and similar stores 
division, first place was won by Russell 
Kehrt, Jenny's. Second and third prizes 
went to H. W. Centner, Florsheim’s, and 
Joseph Sharp, Frank MHershede’s, respec- 
tively. In the third classification the awards 
were made to Jones, the Florist, the Vir- 
ginia Bakery, and Higginson’s Gift Shop, in 
that order. 


"Primer For Industrial Exhibitors” 
Released By A. N. A. 

The committee on industrial exhibits of 
the Association of National Advertisers, Inc., 
New York City, has released “A Primer 
for Industrial Exhibitors,” as a guide to 


more effective and profitable participation in | 


trade shows, exhibits, fairs, and expositions. 
The subject is treated in elementary style, 
with a very clear analysis of all factors to 
be considered by exhibitors of this type. Sug- 
gestions of what to avoid are likewise in- 
cluded. 
White Resigns Post 
With The Vogue 

For the past sixteen years in charge of 
display for The Vogue, Chattanooga, James 
White has announced his resignation. His 
future plans are not yet known, nor has his 
successor been appointed. 








COMING UP! 


Book Week—November 16-22 (tenta- 
tive). 

Thanksgiving Day—November 20 or 
27 (varies in different states). 

National Prosperity Week—December 
1-6. 

National Contract Bridge Champion- 
ships—December 2-8. 

International Golden Rule Week—De- 
cember 7-14. 

Christmas Day—December 25. 

National Hobby Week—December 25- 
January 1. 

New Year’s Day—January 1. 

Tobacco Week—Some time in January. 

National Thrift Week—To be held in 
Januarr. 

Annual Birthday Ball—January 30. 
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- the Tackor with a BACKGROUND 
of CONTINUAL PERFORMANCE 


we a Tacker is and does is based upon its ability to perform 
day-in, day-out—its background of performance. Constant 
service is the record of Hansen Tackers over a nine-year period with 
thousands of progressive Display and Sign Men. 

No longer is the modern Display or Sign Man content with a single 
model Hansen Tacker for general use. He is adding the newer models 
for specific purposes—now that the Hansen line provides a wide choice. FOR 


Keep up-to-date. Order the NEWER MODELS. FOLDER 
BLUE-LINE MODELS 


with the new Take-up Jaw Ce A.L.HANSEN MF6G.CO. 


are available. 5041 RAVENSWOOD AVE. 


GET DETAILS CHICAGO. ILL. 





_ || SOUTHERN WEAR 


Revels in the Fresh 
| Tropical Appeal of 


EATON 
GRASS MATS 


| Just the setting for all the smart apparel 
IN | styled for the Southern traveler. Colorful, 







velvety smooth Eaton Grass Mats give re- 
freshing naturalness to your displays—turn 
lookers into customers. Simple to use, long 
lasting, economical. For quick delivery, 
call your local display jobber. 


EATON BROTHERS CORP. 


HAMBURG - - - NEW YORK 
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Send for the >AIR BRUSH 


CATALOG 





THE BRISCHOGRAPH 


makes you an artist instantly 










for posters—backgrounds Hao 1891 y 
SEND FOR CIRCULAR made THE WOLD AIR BRUSH 
THE BRISCHOGRAPH CO. one” MANUFACTURING CO. 


2173 North California Ave. 
CHICAGO - - ILLINOIS 


26 W. WEISHEIMER RD. COLUMBUS, OHIO 
Established 1926 
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Title Registered U. S. Patent Office 
Combined with 


MERCHANTS RECORD AND SHOW WINDOW 


Issued on the Fifteenth of Every Month by 
THE DISPLAY PUBLISHING COMPANY 
Cincinnati, Ohi 


OPE 0 ik hl 4 
NATHAN SILVERBLATT. Secretary 
R. C. KASH, Editor 





OUR PLATFORM 
1. The Promotion of Display. 
2. More Display Cooperation by Manufacturer 
and Merchant. 
3. Advancement of the Display Service Business. 
4. Practical Service to the Display Profession 
and Industry. 
5. Greater Appreciation of Display's Power in 


Merchandising. 
6. Absolute Independence of Our Editorial 
Columns. 
VOL. XXXIX NOVEMBER, 1941 No. 5 
Paper Situation Does Not 
Warrant Display Taboo 
The Toilet Goods Association § recently 


voluntarily agreed to reduce the quantity 
of paper used for all window displays and 
similar promotional efforts during the cur- 
association did 
not halt there; it forwarded a resolution to 
the Office of Production Management and 
trade other fields, urging 
that these industries which consume large 


rent emergency. But the 


associations in 


amounts of paper and paper board for dis- 
play purposes follow its example and volun- 
tarily curtail their consumption of paper for 
Food, tobacco and beverage in- 
dustries were named as large users of paper 
for display. The resolution 
says that the “needs for national defense are 


such uses. 
association's 


threatened by the continued normal use of 
paper and paper board by civilian industries.” 

Although the patriotic spirit which moved 
the Toilet Goods Association to take this 
action is to be commended, it is felt that 
the shortage of paper for defense needs is 
not now acute nor is there reason to believe 
that rationing of paper is at all necessary 
except for box-board, which is so heavily 
used in the defense program. There is need 
for the avoidance of waste in the use of 
paper; the standardization of paper sizes 
and weights for mill stock as well as for 
converted paper sundries will in itself save 
sufficient paper stock to relieve the situation 
before an actual shortage occurs. 

Although an all-out defense program does 
not permit of “business as usual,” at the 
same time it is to the national interest not 
to disrupt established industries, with the 
resultant unemployment and hardships, ex- 
cept under compelling conditions. 

The display industry employs thousands of 
skilled craftsmen in the graphic arts, fabri- 
cation and installation trades, and it is bad 
from the standpoint of national welfare to 
place such a burden on their shoulders, espe- 
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cially before such a course is necessary. The 
display industry will do its full duty when 
the need arises. 

Another consideration is the fact that the 
maintenance of the usual attractiveness of 
retailers’ windows is essential to the mainte- 
nance of public morale, and this movement 
by the T. G. A. proposes to eliminate much 
ot that attractiveness in the drug, tobacco 
and grocery fields. 

Finally, the total requirements of paper 
products for display advertising purposes, 
although considerable in the aggregate, con- 
stitutes only a fraction of the total paper 
manufacturing capacity of this country. 

It is to be hoped that the merchandising 
industries referred to will analyze the situa- 
tion very carefully before the proposed pro- 
gram of the Toilet Goods Association is 
adopted. 


New York Group 
PiansConvention? 


Considerable interest is being shown by 
the field in conflicting reports as to whether 
or not certain New York City display manu- 
facturers and suppliers are planning to hold 
trade show some 
time early next summer. Latest informa- 
tion is that such plans are at least in the 
discussion stage and that probabilities point 
to such a show being held. 


their own convention or 


Dissatisfaction among many exhibitors at 
the International Association of Display Men 
convention in Chicago last June became ap- 
parent as soon as the board of directors of 
the I. A. D. M. selected St. Louis as the 
convention city for 1942, and a number 
stated they would not take exhibit space if 
the decision stood. A poll was taken later 
by the I. A. D. M. headquarters in Wash- 
ington, with the returns from the exhibitors 
indicating a preference for a city other than 
St. Louis. The I. A. D. M., however, de- 
cided that it could not change its former 
decision and St. Louis once more was named 
as the convention city for 1942, 

On October 13 a meeting was held in the 
Pennsylvania hotel, New York City, between 
a group of exhibitors from that city and 
Joseph MeCann, president, and John L. 
King, managing director, of the I. A. D. M. 
McCann asked the New York manufacturers 
to reconsider their protests and promised 
them the I. A. D. M. convention for 1943, 
adding that if they did not care to exhibit in 
St. Louis that the association was financially 
sound and could carry on without their sup- 
port. King also addressed the meeting, ex- 
plaining the need for cooperation and giv- 
ing the reasons why the association felt it 
necessary to hold the convention as origi- 
nally scheduled. 

The I. A. D. M. representatives then with- 
drew from the meeting so those present 
could discuss the matter privately. When 
the closed session adjourned, McCann was 
notified that a decision had been reached 
that those present definitely would not ex- 
hibit in St. Louis. Those attending the meet- 
ing, according to I. A. D. M. headquarters, 
represent:“only a small portion of our New 
York display houses.” The I. A. D. M. also 
states in a current bulletin to members, “The 
final report and the total result of this con- 
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ference is that these manufacturers hay 
definitely given us their word they will n 
attempt to hold a convention in oppositio: 
to the I. A. D. M. in 1942. These bein; 
honorable dealers with whom the displayme 
of this country do business, and having r 
ceived their assurance, I am at liberty t 
advise you—there will be no opposition t 
our 1942 convention.” 

However, reports from various display in 
dividuals in New York state that “a luncheo 
meeting was held by ‘leading’ display fac 
tors on October 16,” at which time they dis 
cussed the possibility of holding a manu 
facturers’ exhibit, without the customar 
convention program, and without entertain 
ment except for a banquet for the dele 
gates. It is reported that the meeting was 
well attended and that telegrams from som 
Mid-West display factors were read to show 
approval of the idea in that section of the 
country. No specific dates for the exhibit 
were mentioned, although it was felt that 
these should be such that they would not 
conflict with those of the St. Louis conven 
tion. Tentative plans call for renting each 
exhibitor a display room for $50 each, cov 
ering the three days of the show, as_ the 
event is to be a non-profit proposition. 

There is some evidence that should the 
New York meeting be decided on, it would 
be given the support of the Associated Dis 
play Equipment Manufacturers of that city, 
although there has been no official announce- 
ment from the A. D. E. M. to that effect. 

The Hotel New Yorker has been men 
tioned as a proposed site for the exhibit. 


Chicago Meeting Devoted 
To Art In Display 

The November meeting of the 
Sales Promotion Club, Chicago, was held the 
night of the fourth at the Harrison Com- 
mercial Art Institute. After a short busi- 
ness meeting the club members were ad- 
dressed by the head of the school on the 
subject of “Creative Approach to Display 
and Promotion Advertising.” Following this 
talk, an instructor at the school showed 
slides of the prize winning posters of the 
The meeting ended with refreshments. 


Display 


vear. 


McMahan To Assist 
Claude Adams 


Charles H. McMahan, formerly with Al 
Rosenthal and Rothschild’s, Oklahoma City, 
has joined the staff of Street’s, Tulsa and 
Oklahoma City, where he will serve as dis- 
play assistant to Claude D. Adams, in charge 
of merchandise presentation. McMahon will 
reside in Tulsa. 


Mannequin Surfacer 
Is Announced 

A. Capelline, of Lava Coat Plastic Prod- 
ucts, 4854 West Adams boulevard, Los An 
geles, has announced a plastic in powder 
form which is said to be particularly effec 
tive for surfacing mannequins. The powder, 
of extremely fine mesh, is mixed with wate! 
and adheres to papier mache as well as to 
wood or plaster. Known as “Plasticoat 
Mannequin Surfacer,” the material can_ be 
sanded and is said not to peel even unde! 
severe treatment. The manufacturer offe: 
to send samples to those interested. 
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St. Louis Club Announces 
Convention Appointments 

The following committee appointments 
have been made by the St. Louis Display 
Club, host to the annual convention of the 
International Association ot Display Men 
next June: 

General convention chairman, Otto S. 
Lasche, Kline’s, Inc. Executive committee 
and advisory board, Thomas Kenna, Famous- 
Barr Company; William Schrick, Scruggs- 
Vandervoort & Barney; Dave Estes, Bond 
Clothing Company; J. E. Stoppenbrink, C. 
KE. Williams Shoe Company; Otto S. Lasche, 
Kline’s, Inc.; Joseph Chadwick, Famous- 
Barr Company; Syl C. Rieser, Garrison- 
Wagner Company; Joseph Kennedy, Scruggs- 
Vandervoort & Barney; Roland Spies, Ba- 
der’s; Henry Braun, Stix, Baer & Fuller 
Company. Director of educational features: 
Grace Everest, Scruggs-Vandervoort & Bar- 
ney. Director of publicity and programs, 
John Doran, Garrison-Wagner Company; 
Mrs. Peggy Schroeder, assistant. Directors, 
All-American window competition: Armand 
Raining, Boyd-Richardson Company; Ed 
Gallagher, Weil Clothing Company. Direc- 
tor, All-American window contest judges: 
kK. H. Leeker, Stix, Baer & Fuller Company. 

Directors of entertainment: Bob Evans, 
Scruggs, Vandervoort & Barney; Ed Ruhl- 
man, Werner & Hilton, Inc. Director of 
exhibit cooperation, Harry B. Larkin, H. B. 
Larkin Company. Director of registration, 
William Wade, Sears, Roebuck & Co. Direc- 
tor, reception committee: Ed Lamprich, La- 
clede Gas & Light Company. Director, trans- 
portation committee: Orville Liston, Hess & 
Culbertson. Director, budget finance com- 
mittee, Paul Kloreis, Union Electric Com- 
pany. Director of convention decoration: Al 
Stoops, Grimm-Gorley. 


H. S. Stewart 
In New Role 

In charge of window display for Berlin 
Brothers, Charleston, S. C., for four years, 
H. S. Stewart is now serving as assistant in 
the clothing department of Koblentz Men's 
Store, Chattanooga. Display at Berlin's is 
being handled by Alwyn Berlin. 


DISPLAY DETERMINATION 
[Continued from page 15] 


Helen Jepson as a little girl was so poor 
she couldn’t afford music lessons; she is 
now a prima donna in the Metropolitan 
Opera Company. Jack London went through 
high school in three months and wrote fifty- 
one books in eighteen years. 

This is to mention only a few personali- 
ties; the honor roll of those with determi- 
nation is never complete, ever changing. 
You can add well-known figures from your 
own locality to this list. 

We must bear in mind these men and 
women from youth were fired by a determi- 
nation to make the most of their possibilities. 

The secret of success is will, and where 
there’s a will, there's a way. Persistence, 
stick-to-it determination is a quality better 
than genius. You can do about what you 
will within the compass of your abilities— 
and this rule has no exception. What is 
our display determination ? 
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HEWITT 
Display 
LETTERS 


Precision Molded, Pure White 


Composition Letters 





Clean, Steel-Cut Appearance. 


High Relief of 4" to Ye. de- 
pending on size of letter. 


Furnished in Three Types: 


(1) Pinback Letters 
(2) Pinless Letters 
(3) Track Letters 


Will take any kind of color - 
show-card, lacquer spray or dip, 
or can be rolled with an ink roller 


after letters are in place. 


Hewitt Display Letters are avail- 
able through all distributors of 


Gaal Caf 


Display Advertising Materials 





from Coast to Coast 


For name of nearest dealer 


and descriptive folder 


WRITE TO 


BRANSBY & HEWITT inc. 


521 WEST 23rd STREET 
NEW YORK, NEW YORK 
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Displays Of Freedom 


The theme of the fifth annual window 
show at South Bend this fall was “National 
Defense;” during the same week the retail- 
ers of America were celebrating “Retailers 
for Defense Week.” Here was a double op- 
pertunity that gave forth display ideas from 
many different angles; the more I studied 
its possibilities the more convinced I was 
that it should not be “sold short.” 

Finally two ideas stood out as most impor- 
tant; first, the freedom we enjoy in America 
and our willingness to fight to preserve it 
at all cost; second, the need for everyone 
to help our country by buying defense sav- 
1 gs bonds. 

Institutional displays without merchandise 
as a tie-up are much easier to create than 
institutional displays with merchandise, and 
these windows fell in the latter class. How 
we handled them is described below: 

In the first double display was the “Free- 
dom of Speech” platform with the clear 
white pine sanded boards shown with the 


| 


By FRANK G. BINGHAM 
Robertson Brothers, South Bend 


words cut out of red fabric mounted on wall- 
The woman at the microphone is 
saying: “Your money will be put to work 
at once in the National Defense Program to 
protect the freedom and safety of America.” 
The little girl represents the freedom that 
has been handed down from generation to 
generation and the card caption reads: “My 
daughter won a speech contest when she was 
ten.” On the left is an actual blow-up of 
one of the defense savings windows at our 
local post office showing two well-dressed 
customers ready to do their bit by purchas- 
ing defense savings bonds. The merchandise 
tie-in is on the large draped card: “Your 
theme ... Freedom! the freedom to choose 
fronted with pol- 


board. 


the slender silhouette 
ished Persian Lamb.” 

The “Freedom of Religion” display came 
next, inspiring by its simplicity. This man- 
nequin was selected from a large group for 
this portrayal; the vestments and pulpit were 
loaned to us by the University of Notre 











Dame. Many tamous dignitaries, includi: 
the present pope of Rome, have spoken fri 
this historic pulpit. The message is tl 
closing words of a sermon you might hear 
any church on any Sunday: “In a war-mad 
world, America is gathering her strength 
defend herself from attack ... let us pray 
The choir boy represents that spiritual ne 
that the church gives to youth. The copy 
“My boy sang in the church choir.” Th 
foot-wide red ribbons carrying the message, 
“Buy a Share in America . U. S. Defense 
Savings Bonds,” tied all the displays up in 
one long package the entire front of th 
store. The backgrounds were all in a strik- 
ing shade of “Flag blue” with white draped 
curtains. 

A “Freedom to Work” display, with the 
flags of the well-known local unions on the 
left and the Stars and Stripes on the right 
ot a workingman speaker, created much fa- 
vorable comment. A. young lad at the right 
foreground again represents the opportunity 
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America with the caption: “My boy 
arned his first money raking leaves.” 

The last of the series presented “Free- 

om of Press” with an editor sitting on his 

esk holding up one knee in the customary 
pose. He is dictating his morning editorial 
vith these words: “Your freedom, your 
property and your home must be made safe 

_. buy defense savings bonds ... there is 
no surer way to help your country and your- 
self.” A well-dressed newsboy, because our 
local paper believes in well-dressed news- 
boys, represents that first opportunity a boy 
in America has to earn some money regu- 
larly by peddling papers. The copy: “My 
boy started out peddling papers.” The mer- 
chandise copy with the ladies buying bonds 
reads: “Your theme ... Freedom! the free- 
dom to choose elm leaf... one of autumn’s 
newest shades lavished with ocelot.” 

These displays, which won the grand 
prize in the fifth annual window show, had 
no motion of any kind but attracted wide 
attention due to their timeliness and human 
appeal. The girl winning a speech contest, 
the boy singing in the choir, raking leaves, 
peddling papers appealed to the human side 
of everyone because it was close to them... 
it happened to them personally in many 
cases or to some friend or member of the 


family. The woman at the microphone rep- 
resented the great strides the women of 
America have made in building a_ better 


place to live. The priest or minister “touched 
the arm” of all who stopped. The worker 
and his importance in national defense 
stressed the vital necessity of production. 
The editor and the a vital link in 
democracy, always arouses human interest. 

Looking over these displays I think you 
will agree with me that these windows were 
far from “short” in selling three things: 
first, an idea; second, an ideal; third, the 
goods—which include defense savings bonds 
in any patriotic department store today. 


press, 





Tropical Background Material 


Shown In Brochure 

Literature describing new “Tropik Mats” 
is now available from the New Amsterdam 
Import and Supply Company, Inc., 122 
Chambers street, New York City. The mats 
are formed of natural rustic materials of a 
tropical nature and are being promoted for 
use in Southern travel and cruise display 
backgrounds. The mats come in a natural 
finish, but are said to take paint and air 
brush treatment satisfactorily. 





Indianapolis Displayman 
Now In Infantry 

Kenneth Neal, interior displayman for 
Wm. H. Block & Co., Indianapolis, has been 
inducted into the army and is now with 
Company “K,”’ Third Battalion, Eighth 
Quartermaster training regiment, Camp Lee, 
Va. An article by Neal appears elsewhere 
in this issue. 











Don’t forget—send in your news 
items about all happenings in the dis- 
play field: births, deaths, marriages, 
changes of position, anything pertain- 
ing to display or displaymen any- 
where. 
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Apolinsky Elected President 
Of Birmingham Club 


The Birmingham Display Club held a spe- 
cia! night meeting on October 30 for the 
purpose of electing officers. Those selected 
are as follows: Joseph Apolinsky, Loveman, 
Joseph & Loeb, president; Henry Bluttman, 
Burger-Phillips Company, vice-president; 
Esther Hayes, Burger-Phillips Company, 
secretary. The board of directors is made 
up of Ray Schoenman, J. Blach & Son, L. 
L. Wilkins, Pizitz Dry Goods Company, and 
Joe Vaughn, Porter Clothing Company. 

There was much discussion as to the type 
organization it is desirable for the club to 
be and keen interest was shown in the ex- 
change of ideas. Every man and woman 
present gave his or her opinions on benefits 
and club policy. The club voted to send a 
message of cheer to Edwin Everett, who re- 
cently returned to Birmingham after being 
stricken with infantile paralysis while en- 
gaged in display in Guntersville, Ala.; he 
made the 90-mile trip in a hand-pumped iron 
lung. 


Nichols And Moimbech 
Win Detroit Contest 


The winners in the Detroit 
Chest display contest have been announced 
as J. C. Nichols, Ernst Kern Company, and 
Roy H. Heimbach, Michigan Consolidated 
Gas Company, for the two divisions. Dis- 
playmen of twenty-four companies competed, 
with the following prizes being awarded in 
each division: first, $25; second, $15; third, 
fourth, and fifth, $10 each. Winners in each 
classification were: 

Class “A” (department stores), first, J. C. 
Nichols; second, Robert Hertel, Sears, Roe 
buck & Co.; third, C. F. Wendel, J. L. Hud- 
son Company; fourth, T. J. McCormack, 
Peoples Outfitting Company; fifth, F. W. 
Elliott, Sears, Roebuck & Co. Class “B” 
(specialty shops), first, Roy H. Heimbach; 
second, Henri Montpetit, S. S. Kresge Com- 


Community 


pany; third, James David Buckley, Saks- 
Fifth Avenue; fourth, Marvin Cathcart, 
Annis Furs; fifth, H. R. Holmes, Square 


Deal Miller. 


Help Of New York Displaymen 
Asked In Annual Drive 

The chairman of New York City’s annual 
Christmas sale for the blind has requested 
the assistance of local displaymen to make 
the event a success. Those who can con- 
tribute time or display equipment, such as 
fixtures, are urged to phone Mrs. Elsa K. 
Noice (Watkins 9-6269) before 10 o'clock 
any morning betore December 1. 


London Humor Persists 
Under Bombings 


Although the air blitz on London has been 
discontinued for a number of weeks, the 
humorous window cards seen so frequently 
during the height of the bombings still per- 
word from England. 
“More open 


according to 
Among them are the following: 
than usual;” “Please take no notice of our 
the goods inside are OK;” 
which 


sist, 


blasted windows ; 
(in a barber-shop window, part of 
was blown away) “I have had a close shave 
—how about you?;” (for a grocery store 
‘Bursting 


with much of its front in ruins) 
with 


goodness.” 









GLOSSI-ROLL 
GLOSSI-ROLL 
GLOSSI-ROLL 
GLOSSI-ROLL 


GLOSSI- 
ROLL 


A good idea bears 
frequent repetition. 
The good idea in this 
case is the collection 


of 


GLOSSI- 
ROLL 


DISPLAYS 


They're alive 
colorful 
adaptable 
durable 


attractive 


A wide selection 
to choose from. 


EXCELSIOR 


PAPER SPECIALTIES 


CO. INC. 


622 WEST 57th STREET 
NEW YORK 
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IT’S MY 


Gutaw€ 


“| couldn’t keep 
shop without it“’ 


Every user of the CUT- 
AWL rates it as the 
most helpful of all his 
tools. It is almost an 
absolute necessity in 
doing successful and 
profitable display work. 


BUY NOW — PAY LATER 
by using our 
EASY PAYMENT PLAN 
Write for Details 


INTERNATIONAL REGISTER CO. 


2624 WEST WASHINGTON BLVD. 
CHICAGO, ILL. 








‘THere’s a whale 
of a lot in a name if it 
stands for something. | 


UBBERLITE 


—_ 


j is the trade name of the original time- 
tested Latex compound that gives you 
that fine skin texture finish and is guar- 
anteed not to warp, crack. shrink or 
change color. Like all desirable prod- 4 


ucts, it has been complimented by at- 
tempted imitations and similar names, 
but for your own protection we say it 
again “Insist on Genuine Rubberlite.”’ 





Displays by 
RUBBER PRODUCTS, INC. 
2066 Canalport Avenue, Chicago, Ill. 
Mannequins by 
DURABLE DISPLAYS, INC. 


2010-2018 S. Halsted St., Chicago, Ill. 
4 West 37th St., New York, New York 
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Milwaukee Club Plans 
Civic Decorations 

At the regular monthly meeting of the 
Milwaukee Display Club the night of Octo- 
ber 21 at the Hotel Pfister, the organization 
received a $50 award from the Downtown 
Association of Milwaukee for suggestions 
made for the Christmas decorations to be 
used this year in the principal business sec- 
tion of the city. During the meeting an 
interesting motion picture on plastics was 
shown through the courtesy of the Shell Oil 
Company. 
Wyatt Now Display Head 
For Hahn's, Washington 

Gilbert Hahn, William Hahn & Co., Wash- 
ington, has announced the appointment of 
William Wyatt as display manager for the 
firm’s stores in that city and in Baltimore. 
He succeeds W. L. Wardrip, who resigned 


a few weeks ago to become display head for 


I. Miller Shoe Company, New York City. 
Wyatt was formerly with the display depart- 
ment of Lansburgh & Brother, Washington, 
and with Gardner Displays, Pittsburgh. 


St. Louis Man 
Joins Hynes 

Harvey Smith has joined Hynes Brothers 
Men's Store, St. Louis, as display manager. 


—''We're filling one window with merchandise just as an experiment!" 
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Del Ford Appointed 
Display Chairman 

Delbert S. Ford, in charge of displays 
the Consumers Power Company, with hx 
quarters at Jackson, Mich., has been 
pointed chairman of the window and sture 
display committee of the American Gas <\s- 
sociation. This assignment calls for gather- 
ing materials and issuing regular bulletins 
covering all phases of display in the gas 
appliance merchandising field. 

Ford presented a brief of the plans of his 
committee before the annual A. G. A. con- 
vention in Atlantic City, October 20-25. Hy 
will function as chairman of this section 
through September, 1942. The committee has 
worked out complete plans for the new year 
and proposes. offering members of the 
A. G. A. an outstanding idea service during 
the coming months. 


Buras Reports Interest 
In Display Class 


Whitney B. Buras, Mayer Israel’s, New 
Orleans, reports that great interest is being 
shown in the class in display being con- 
ducted locally by him as a part of the state’s 
distributive education program. Nineteen 
are enrolled in the class, said to be the first 
to be inaugurated in Louisiana. If interest 
continues, the course will be extended and 
made permanent. 





(Reproduced through the 
courtesy of Alan Dunn and The New Yorker magazine) — 
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Tom Lee Joins Stensgaard 
As Fashion Display Designer 


For the past several years in charge of 
isplay for Bonwit Teller, New York City, 
fom Lee has joined the organization of 
\W. L. Stensgaard & Associates, Inc., Chi- 
cago and New York, as fashion display de- 
signer. He also continues as designer of 
Bonwit Teller displays. 

Lee’s displays have been recognized as 
outstanding by the trade because of their 
effectiveness in selling merchandise and 
ideas, as well as arresting the attention of 
a large percentage of passersby. In addi- 
tion to his work for the Fifth avenue firm, 
Lee designs and supervises dramatic pag- 
eants and fashion shows. Among his most 
recent theatrical designs were those seen 
in the sets and costumes for the Buddy de 
Sylva, Irving Berlin musical, “Louisiana 
Purchase.” He received much recognition for 
his work in designing the spectacular Es- 
quire Christmas Fair of 1940. 

His affiliation with the Stensgaard organi- 
zation now permits him to offer his fashion 
display creations to one leading store in 
each city. This service will include designs 
of display settings and also bulletins of 
value to the merchandising, promotion, ad- 
vertising and display of fashions featured in 
Lee creations. 


McKehan Recovering 


From Illness 

EK. W. McKehan, Woolf Brothers, Kansas 
City, Mo., is recuperating at his home after 
a lengthy illness. Members of the Kansas 
City Display Club are planning to help their 
fellow club member by installing his Christ- 
mas displays during his absence from the 
store. 


Hold Formal Opening 
Of Enlarged Showrooms 

The formal opening of the newly-decorated 
and enlarged showrooms of Marcus Window 
Display Service, Inc., 114 Lincoln street, 
Boston, was held from October 22 to Octo- 
ber 25. 


Resort Posters 
Now Available 


Excellent winter scenes of Sun Valley, 
Idaho, in poster form for display use are 
obtainable on request to W. S. 
Union Pacific Railway, 1416 
Omaha. 


Basinger, 


Dodge street, 





Jaccard's Appoints 

William Brunk 
Mermod, & King, well-known 
Louis, has employed 


Brunk 


Jaccard 
jewelry store of St. 
William Brunk as display manager. 
was formerly with Wilbur Rogers. 
Birmingham Location 
For D. C. Train 

The appointment of D. C. Train, formerly 
of Detroit, as display manager for the new 
Roebuck & Co. “A” store in 
Birmingham has been announced. 


Sears, class 


Samples Names 
Display Head 

Charles Nolen has been appointed display 
manager for Samples, El Dorado, Ark. 


DISPLAY WORLD 


Cluett Expands Research 
On Related Selling 


Under the direction of A. O. Buckingham, 
vice-president and director of advertising 
and market research, Cluett, Peabody & Co. 
has been conducting a research program on 
sales of men’s wear, with particular empha- 
sis on related selling through display. The 
plan has been further augmented by the ap- 
pointment of Elmer L. Reibold, 
been New York field manager for the firm, 
promotion manager. Under his 
direction, information will be compiled on 
display, store layout, lighting, fixtures, and 
traffic flow and used for the benefit of Cluett, 
Peabody clients. The data will be obtained 
from test stores in sections of the 
country. 


who has 


as sales 


various 


"'Three-Dimensional" Panels 
Used In Kuppenheimer Display 

Carrying out the company’s autumn sales 
theme involving “the third dimension” in 
men’s wear, B. Kuppenheimer & Co., Chi- 
cago, is using large red-and-blue third di- 
mension display panels for window back- 
grounds. In order to get the effect of form 
and depth in the panel, spectators look at 
the display through three red and_ blue 
scopes secured at different eve levels on the 
inside of the window. 


Intra-Store Display Contest 
Is Held By Stix, Baer 

Assistant buyers participated in a recent 
store-wide display contest sponsored by Stix, 
Baer & Fuller, St. Louis, in which each de- 
partment was entered. Prizes of $25, $15, 
and $10 were awarded for “best value” 
plays, and $15, $10, and $5 tor “most orig- 
inal” There 
prize of $50. 


dis- 


displays. was also a_ grand 


Alphabet Letters Provide 
Night-Time Visibility 

A new 
neat 
visibility 


combining 
night-time 
is being offered by the Lumelite 
Company, New York . City. Molded of 
“Lucite” methyl methacrylate, a du Pont 
plastic, the 2-inch letters fit into frames of 
two 
otf wood. 


letter 
and 


alphabet 
appearance, low 


type 


cost, 


tvpes: one of pliable metal, the other 


Freeman Appointed 
By Wabash 

W. R. Freeman has been appointed sales 
manager of Wabash Appliance Corporation, 
Brooklyn, and its subsidiary, Birdseye Elec- 
tric Corporation. He will direct sales of all 
Wabash and Birdseye reflector lamps. Free- 
was 
manager with 
Meriden, Conn. 


general sales 


Bowman & Co., 


formerly assistant 
Manning, 


man 


Holiday Fabrics Shown 
In Columbus Brochure 

The Columbus Coated 
tion, Columbus, Ohio, recently completed the 
mailing of a special brochure showing the 
firm’s holiday colors in three designs. The 
material featured is “Satin-Glo,” in brocade, 
quilted, and briar finishes. The mailing piece 
includes generous swatches. 


Fabrics Ce rpora- 


WE ARE 


America’s Leading Manufacturers 
of High Class: 


®Millinery Heads 
Rubber Hand Units 


@Jewel Busts and Masks 








UL 


STUDIO 


333 Fourth Ave. New York City 


Tel. GR 3-7242 


SHOWROOM AT SAME ADDRESS 





COVERAY 


a 
For Lining and Covering 


CLOPAY 
PRODUCT 


Get that Expensive Look 
At Amazingly Low Cost 


There’s nothing more richly decorative than the 
natural grain of fine leathers. BUT THE COST! 
In COVERAY you get the looks without the 
cost. In fact COVERAY costs less than many 
display papers cf less merit yet it gives you 
everything but the feel of costly leathers with 
photographic fidelity. Gives you 22 authentic 
colors—100% washable baked-on enamel finish 
—truly amazing durability. Compares with dis- 
play papers costing up to three times as much 
——plain colors as low as $1.50 for 4-ft. x 25-ft. 
rolls. Write for sample COVERAY and other 
Clepay display papers. 


GARRISON-WAGNER CO. 


1629 LOCUST ST. ST. LOUIS, MO. 
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How to Get the Most 
out of Your Airbrush 


WITH THIS NEW 


Pasel Airconditioning Unit 


you can operate your airbrush free 
from ‘moisture’ troubles and ob- 
tain the exact airpressure needed 
for all colors and types of work. 
This new unit REMOVES WATER, 
OIL, AND DIRT FROM THE 
AIRLINE AND ASSURES 
CLEAN, DRY, NON-PUL- 
SATING AIR AT ALL 
TIMES. Connects to any 
compressor; compact; in- 
expensive; quickly pays 
for itself in time and trou- 
ble saved and improved 
results. Sold at Better ART SUPPLY DEALERS 
EVERYWHERE. 


SEND TODAY FOR BULLETIN RD9-41 


“The Key to Perfect Airpainting Results,” giving 
complete details on new unit and air purifier. 






+ 1911 Diversey Pkwy. | 
y Chicago, itt 


In Canada: The Hughes Owens Co., Ltd., Montreal 
The Art Metropole Co.. Ltd., Toronto 








The Latest Christmas Background 
Designs On VELVELUR Are Here 


Post trim, ledge units, panels and velvelur 
paper for backgrounds and flooring. 


Styled by Ace Paper Company 
In Stock for Immediate Delivery 


GARRISON-WAGNER COMPANY 


Distributors 


1629 Locust St. St. Louis, Mo. 
Chicago Showroom—326 W. Adams St. 


TRAPHAGEN FOR RESULTS! 
High-salaried, fascinating profession. Unlimited 
OPPORTUNITIES. Demand for workers trained 
in Fashion, Interior, and Counter Display by Trap- 
hagen School. Register now for Day, Evening or 
Saturday classes. Write, phone Co. 5-2077 for Cir. 62. 


THE TRAPHAGEN SCHOOL 
1680 Broadway (52d St.), New York City 


GOODMAN GUARANTEED 
DISPLAY TURNTABLES 














] 








7 
Patent No. 1,808,459 

" Goodman Flexible Sleeve Form Company 
° de 2 


19 West 34th St., New York, N. Y 


““FLAME-GLO” 
FLUORESCENT PAINT 


Many Vivid Colors. Write for Details. 


Will Ave. & 135 St. 
FLAME-GLO C0. Inc. NEW. YORK CITY 


““NALCO”’ Snow-Forest Muralscene 


681," high by 50” wide—a new majestic Snow- 

Forest scene for Christmas. Nalco Winterscene and 

Nalco Snowrama 57” high by 20’ in continuous scene. 
In Stock for Immediate Delivery 


GARRISON-WAGNER COMPANY 
1629 LOCUST STREET ST. LOUIS, MO. 
Chicago Showroom, 326 W. Adams Street 
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Nearly six months have passed since the 
last meeting of the display profession. At 
the Chicago convention of the International 
Association of Display Men the universal 
wish and hope among the delegates was for 
a course of action to promote our profes- 
sion. Two rays of light did come forth 
out of that meeting, first, the educational 
program under the able direction of Everett 
Quintrell, Elder & Johnston Company, Day- 
ton, Ohio, and second, the far-reaching pro- 
posal by R. C. Kash, editor, DISPLAY 
WORLD, for a nation-wide survey to benefit 
the entire display field. 

The first ray of light of display education 
is taking form, but like all educational func- 
tions it will take years for any material 
results; yet it should be continued and car- 
ried on because there is a definite need for 
it in every state. 

The second ray of light for a display sur- 
vey—to be made by a competent research 
organization to get facts and figures on the 
actual value of display in terms of retail 
sales— it seems has become a mere pin-hole 
thus far and at any moment this may be 
sealed shut by indifference. The display pro- 
fession has one of the greatest media of ad- 
vertising that has ever come down to the 
face of the earth, but we have been playing 
Mars with it. We always dream of the 
day when display will be the greatest me- 
dium. We talk in whispers about it. Why? 
Because we haven't the facts about display’s 
value and we must have them if we ever 
hope to become great leaders in the adver- 
tising field. The last display surveys I re- 
call were taken by Bill Stensgaard and Dan 
Hines in 1927-28 and did much to elevate the 
Since then the I. A. D. M. has 
been star-gazing. 

I think the time has come to sit down 
and face this thing in a manner worthy of 
our profession. Let’s get some action. If 
we are going to have a display survey let’s 
have the biggest and the best survey ever 
made. Let's go out and get definite infor- 
mation and present it to the American re- 
tailers in a fact-finding way—a survey that 
when it reaches the merchant’s desk will im- 
mediately turn the display picture in his 
store upside down, so surprising will be the 
results. Such a survey will benefit the dis- 
play profession, will benefit you, and make 
your job more important. In a non-profit 
organization such as the I. A. D. M. how 
could money be more wisely spent? 


profession. 


Flash! From a very reliable source this 
column has just received word of a New 
York “rebellion.” Yes, it seems that the 
New York manufacturers who said: “We 
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Think this over 


By FRANK G. BINGHAM == 


won't show in St. Louis!” really meant busi- 
ness. So next year when you go to your 
boss to talk about the convention you will 
have to say something like this: “Mr. Presi- 
dent, I would like to go to the display con 
vention next week, but I can’t decide wher: 
to go; what do you suggest, St. Louis o: 
New York?” 


The New York manufacturers have organ 
ized and plan to put over a New York show, 
“stream-lined to the needs of the display 
industry in a period of national emergency.” 
A great portion of their publicity will be 
aimed directly to the store owners and mer 
chants in an attempt to sway the display 
profession to New York. 


Here is a serious threat at the very foun- 
dation of the I. A. D. M. and if you don’t 
believe it just read the words of John King, 
I. A. D. M. secretary, in his August column 
in DISPLAY WORLD: “Out of the ap- 
proximately $17,500 total receipts at the con- 
vention this past June, $16,000 came from 
exhibitors, so if it has occurred to you to 
ask why the exhibitors should be given so 
much consideration, these figures should an- 
swer your question.” The difference between 
these figures is $1,500, which apparently 
came from registrations and dues of the 
members—and due to the small membership 
the great bulk of this $1,500 was registration 
fees. A double convention means a split 
attendance of exhibitors and delegates. A 
double convention spells double trouble for 
the I. A. D. M. and the manufacturers. 





Wordisplays: Jimmy Sims, display direc- 
tor, Gerber Dry Goods, Memphis, recently 
returned from a rapid trip, hitting St. Louis, 
Chicago, and New York... . Joe Bronsing 
and family have moved into their newly 
built home and Joe plans to carve the turkey 
in real eighteenth century style this Thanks 
giving... . Still in Memphis, I might just 
as well tell you 140 and 150 bowlers that 
Cochran’s first assistant at Gold- 
smith’s, Bernard Carbery, is the champion 
bowler of the city of Memphis . . . he bowled 
in the ABC tournament at St. Paul last 
year... displaymen are champions in man) 
things and here’s wishing Carbery plent) 
of “timber” this year, too! .. . Driving 
through Hammond, Ind., recently we no 
ticed that Eric Chapman is still doing a fin: 
job of display for Minas & Co....W.5 
Klein, Morehouse-Martens, Columbus, has 
a new address and a warm one—Richard’s 
Miami. . If all the animals, performers 
and equipment drawn by Walt Disney’s art 
ists for “Dumbo” had been real instead « 


Louis 
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drawn, the film would have cost Disney $8,- 
500,000 to make... . 


Wile & Co., Lexington, Ky., was a New 
York window shopper recently. . . . Charles 
Stuhre, display director, B. F. Dewees, Inc., 


Philadelphia, has recently been fitted to new 
shoes ... the army kind. . . . Good news 
about Arthur Furian’s rapid recovery 
New York hospital... 
always been the knock-out kind in 
ville, and Miller’s is the . between 
twelve and fifteen million comic magazines 
are bought by American kids every month 

. and still we wonder why they don't 
look in our not-at-all-funny windows... . 
“Six out of ten women buy on impulse, mak- 
their minds largely from displays 
in stores,” says The Woman’s Magazine... . 
F. A. Rhoades, Electric Power Board, Chat- 
tanooga, is getting a new store front and 
when finished it no doubt will be the 
powerful battery of utility displays in the 
country. . . . The Harold Kneelands are 
walking the floor these nights... 
boy and they say he 
full-back of the Minnesota team. .. . New 
York dress industry recently discovered that 
the average woman buys only three dresses 
in twelve months ... this survey 
many store executives ...a display survey 
would startle many more! 


store .. 


ing up 


No Display Lighting 
Permitted In South 

From Memphis, Knoxville, Birmingham, 
and other Southern cities come reports of a 
complete black-out, so far as display lighting 
is concerned. The lack of rainfall has cur- 
tailed the production of electricity, and the 
current available must go for defense work 
according to an order from the 
Production Management. 
interiors, and even will go 
illumination until sufficient rain falls to re- 
plenish power station reservoirs. 


cases 


Fixture Workers Union 
Wins NLRB Vote 

A letter from the Display Fixture Work- 
ers Union, Local 21625, A. F. of L., reports 
that the union won a recent National Labor 
Relations Board election among the em- 
ployees of Jas. B. Williams, Inc., New York 
City. 


Wedding Date Set 


For Cora Scovil 


Oliver Johnson, Wolfe, | 


in a | 
his displays have | 


Knox- | 


| 


| 
| 
| 
| 
| 
| 


most | 


it’s a baby | 
looks already like a | 


startled | 


Office of | 
All windows, signs, | 
without | 


Mrs. Cora Scovil, one of the most familiar | 


display mannequin busi- 
ness, will be married on November 17 to 
Louis W. Johnston, president, Sibley, Lind- 
say & Curr Company, Rochester, N. Y. The 
wedding will take place at Mrs. Scovil’s 
home in New York City; the couple 
reside in Rochester after January 1. 


personages in the 


will | 
It is | 


said that the Scovil mannequin manufactur- | 


ing and sales organization, known as Vazah, 
Inc., will continue as before, with no change 
in policy. 

Kruck Now With 

Schuette Brothers 


M. Roy Kruck has joined Schuette Broth- | 


ers Company, Manitowoc, Wis., 
ing and display manager. 


\gnes Torrison, resigned. 


as advertis- | 
He succeeds Mrs. | 
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REMEMBER the Silk Stocking Rush of 1941 


SILK STOCKING STAMPEDE MILD 


Compared with Rush for 


Christmas Displays 


This Season 


Garrison-Wagner Can Give You 
Immediate Service NOW! 


Call it luck or call it foresight. The fact remains 
that we made commitments as long as two years ago 
in order to serve OUR customers with the displays 
they’ll need in this topsy-turvy season of 1941. And 
today, when many another company is sending re- 
grets because of major material shortages, we say 

“NEVER IN OUR HISTORY HAVE WE BEEN BETTER 
ABLE TO MAKE IMMEDIATE DELIVERIES.” And we 
mean it! We have three big warehouses crammed to 
the eaves with the makings of any display piece you 


Display Company 
desire—no matter how simple nor how elaborate!” 


NOW ! SEND ALL MAIL ORDERS TO ST. LOUIS ONLY 
GARRISON-WAGNER COMPANY 


Chicago Showrooms: 326 W. Adams 1627 LOCUST, ST. LOUIS, MO. 
DISPLAY — DESIGNERS — MANUFACTURERS — IMPORTERS — DISTRIBUTORS 


Order From 


America’s Largest 














MODERN DESIGN 


or whatever style note is in vogue—we offer the widest 
variety of effects and ideas to dramatize your windows. 


——— 


VICTOR HAIDA DISPLAYS, INC. 


149 W. 24th STREET CH 3-3540 NEW YORK CITY 











Originators and National Distributors of 


NeSeasm' 


The Nationally Known and Preferred Extra Wide Seamless Display Paper 


SCENIC BACKGROUNDS TINSEL SPECIALTIES 
VALANCES PROCESSED ROLL MATERIALS 


COY,. DISBROW & COMPANY, Ine. 


686-690 Greenwich St. 228 North LaSalle St. 
New York City, N. Y. Chicago, Illinois 





We are still in a position to supply GIANT SANTA and GIANT CHRISTMAS TREE 
PANELS — CHRISTMAS NIGHT — SNOWFLAKE SNOW VALLEY PANELS — HOLLY 
LEAF AND BELL CLUSTER VALANCES and a wide variety of Silver Tinsel Designs. 























DESERT FOLIAGE 


P. O. Box 851 


MITTEN’S DISPLAY LETTERS 


Moulded White Kaolin Composition Letters 
Pin, Track and Sanded Back 
In Stock for Immediate Delivery 


GARRISON-WAGNER COMPANY 
1629 LOCUST smexr ST. LOUIS, MO. 
Chicago Showroom, 326 W. Adams Street 


and CACTI 


For Display and Decoration 


MUSEO DEL DESIERTO 


Palm Springs, Calif.| 








PLEASE MENTION DISPLAY WORLD WHEN WRITING ADVERTISERS 
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DON'T HIDE 


HOLIDAY DISPLAYS 
when the sun comes out! 


get ALL the ——~— 
Nookers’ with 7 


CALIFORNIA // I 


Transparent 
SUN SHADES 


Don't jeopardize a single minute of your 
Christmas displays. Our material is 
MORE TRANSPARENT, and gives your 
delicate fabrics and colors complete 








protection against the sun’s destructive 
actinic rays! 


WRITE TODAY for descriptive folder, 


sample swatches, and prices. 


Transparent Shade Co. 


CHAMBER OF COMMERCE BLDG. 
1161 S. Broadway, LOS ANGELES, Calif. 











finliday 
Highlights 


For Your Christmas Trim 


These are a W th tstanding 
Christmas Panels i trated j Display 
F Christmas 1941. Write for ' py. 


Holiday Gastuntives 
PANELS 


eST. NICK 
eGAZELLES 
@eCANDY CANE 


Appliqued 3d Dimension 


PANELS 
eCHRISTMAS CORNER 


e@CHRISTMAS BALLS 
Roll Size 48'' Wide x 8414" High 


Background PANELS 


@Santa & Reindeer e@Christmas Night 

e@Candle & Holly e@Winter Pines 

@Chrystal Poinsetta @Chimney Brick 
Roll Size 8414"' Wide x 18' Long 


BULKLEY, DUNTON & CO. 


Display Papers Division 
NEW YORK—295 MADISON AVE. 








CHICAGO—2635 S. WABASH AVE. 
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And now what? An America whose women 
are beehive busy with “a purpose”? Women 
busy in a new life charged with national 
defense activities? Women busy throughout 
full working days and busy after hours 
when they turn with equal enthusiasm to the 
job of entertaining male America and finding 
gay escape for themselves ? 

Yes, this seems more than a_ possibility 
now! 

And that’s the tip of the month. You can 
lead this swing by early dramatization of 
styles for “Women at Work” (how they 
love the phrase !), and for “Women at Play.” 
As national defense effort widens to include 
feminine America there will be a new femi- 
nine point of view. About clothes the think- 
ing will be all for fashions with “a purpose.” 

At the moment we're just heading in this 
direction. But there can be no doubt that 
this is the direction already taken, and the 
going will get faster and faster, as we'll be 
noting. 

So there'll be new statements of functional 
fashions. Clothes will be suited to the new 
life of “All Work” one moment and “All 
Play” the next. Women are going to be tre- 
mendously enthusiastic about taking vital 
part in both the work and the play. 

The increasingly important emotion, that 
desire to be a vital part of the country’s 
great effort, should not be underestimated. 
It is a guarantee for the future of the func- 
tional trend. 

Already the woman in uniform is being set 
up as an ideal. Whether the work clothes 
be specifically designed for active workers 
in new defense industry jobs, in jobs vacated 
by soldiering men or whether for volunteers 
in Red Cross, Bundles for Britain, volunteer 
services or wherever, styles will stem from 
the new importance of being dressed to do 
the job. 

Watch the swing to easy-to-wear casual 
clothes for these volunteers as well as the 
specific unitorm type fashions. When and 
if defense becomes all-out-participation, this 
trend will become the whole fashion story. 
In the meantime the two-fold work and play 
theme is so unmistakably indicated as to be 
the smart line for styling to take. 

The big rush on glitter and glamour fash- 
ions extraordinary for after hours, which 
was discussed in this column last month, 
gives early proof of the current sentiment 
about the play side of national defense. Big 
as the glamour rush has been, it has but 
begun. New expressions are coming. For 
play it will be completely gay, provocatively 
feminine fashions. 

This, too, will color all the clothes for 


CB FRANCINE POST Sm 


Southern resort wear. The holiday is escape 
for-the-moment and feminine fashions will 
predominate. 

And that’s the fashion story in the gun- 
shell. The style successes are to be found 
in the work and play designs. Casual, easy 
adaptations of favored daytime silhouettes 
(rather than more drastic changes), as smart 
and bright and becoming as suitable for the 
day side ... and utterly feminine, gay, 
glamorous and exciting for play or party. 
Over all a pattern of priorities—some items 
suddenly attaining the chic of the scarce, 
others influenced in fabric and line by the 
shortages. 

As the work and play trend develops 
you'll see these fashions in the lead: 

For sunny resort wear, feminine flounced- 
skirt swim suits, beach dresses, tennis 
dresses. Call them “petticoat,” “gypsy,” 
“light fandango.” 

Revealingly long torso fashions in jerkins 
with slacks, long-torso dirndl dresses, long 
tcrso dresses with tiered skirts, long torso 
middy over shorts, long torso swim suits 
with brief, full skirts. 

The smooth shouldered look in the ma- 
jority of sport dresses and suits. 

Suits ... suits and more suits, distinctly 
feminine with new softer treatments of the 
casual, more out and out soft suits and the 
new Hollywood drape, an exaggeration of 
the English drape with more flattery for 
feminine figures. Suits in knits and woven 
wools, in strong color, naturals, and Wedge- 
wood pastels. But see below for detailed 
suit news. 

More dirndls, but different and delightfully 
fetching. Peasanty dirndls with longer skirts 
to lower calf, dirndls with border treat- 
ments, with feminine flower cut-out ap- 
pliques, in provocative shoulderless treat- 
ments, dirndl skirts with kimona_ sleeve 
blouses. Dirndls in the interchangeables 

those new swim suits with play dress 
to match, one bra top with swim shorts and 
a matching over-skirt. 

Same idea in other feminine fashion twins, 
as: Venus-draped rayon jersey with slit 
skirt draped play dress to wear over it: 
shirred swim shorts with bra top and match 
ing shirred bodice top and play skirt. 

Feminine flattery theme in fabrics: curve 
revealing jersey, lots of pretty glazed chintz 
on beaches, and wonderful new pattern in 
terest in feminine prints . . . of leaves, 
fruits, berries and blooms, vegetable and 
salad subjects, and oranges sprinkled ovet 
new frocks. Exotic Far East prints, Javan 
ese, Malayan, East Indian. 

Resort hats exotic. Extreme big brims 
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ifferent with scarfs tying brims, shrouding 
shoulders. Chic calots in crochets with much 
ringe. Cones, also with fringes. Feminine 
loche extremes. Ruffled brim bonnets. Ex- 
tic expressions of the turban, many with 
scarfs. Straws either lacy and feminine or 
simple sport types. 

Formals slim and _ seductive for the 
woman, full or frothy in the jeune fille man- 
net for the youthful. Dazzle-encrusted pas- 
tel crepes, gold studded white and pale 
shades. 

Newest in travel coats . color and the 
wrap silhouette putting arms through 
straps instead of into sleeves. 

A brand new look to slacks ... wide at 
top and tapering to narrow legged trousers. 
Shoulders wider and smooth and sometimes 
dropped, sometimes kimona or _ dolman. 
Waists always nipped in, hips smooth and 
sleek with marvelous fit, sometimes wrapped. 
And trousers narrow, tapered. Jackets are 
long over slacks, often belted and bloused. 
Jackets frequently sleeveless, very much of 
the jerkin. 

Southern footwear dainty and definitely 
feminine. Dressy white sandals with ap- 
pliqued colored flowers; dressy clogs with 
studs, white with gold tops; dancing rocker 
clogs in two-color; bow-toed, open-heeled 
sandals; dress sandals in bands of color; 
again printed pumps and turbans to go to- 
gether; play styles colorful. 

Color in the South: natural a basic theme 
in combination with white patterned 
checks, prints, in suit woolens, as_ back- 
ground for gay primary color prints; un- 
inhibited strong colors . .. alone and in 
many combinations; new water-thin pastels 
from aqua and clear green to the yellow of 
California grapefruit; also new thin pastel 
versions of the olive-drab and gray-blues. 
Green everywhere. 

Favored pastels get important northern at- 
tertion immediately. In suits first, also as 
part of color scheme in prints with plain 
harmony color wool jacket to complete en- 
semble. (Watch gabardine suits in pastels 
and brighter tones.) 

Right here it is well to note that all the 
current furore over “Beulah the one dress 
girl” might tone down with the discovery 
that Beulah probably has many suits, needs 
only dress-up dresses. The swing is to suits 
by day, dresses for dressing up, strictly. 

Further North-South suit news: pastel 
plaids in soft tailored or bloused jackets; 
pastel twill (aqua, rose, gold, beige, wheat 
tones) in tie-waist soft coat with soft shoul- 
ders; new soft front cardigan jacket suits; 
dolman-sleeved soft jacket suits; pastel her- 
ringbones and Shetlands. Pleated skirts are 
news. Most jackets are 26 inches, some 
longer. 

White pin stripes on darker mannish suit- 
ings as well as the perennial navy suits 
won't be seen until later. ‘Tis the light and 
bright color suit for now, north or south, 
with suits coming in earlier, far earlier, than 
in other seasons. 

Also North-South fashion right: the new 
print dresses colorful pattern on nat- 
urals, on pastels, and multi-color on dark. 
Preferred: slim, draped silhouette (which is 
likewise preferred in the dressy mid-winter 
pastels and bright color dresses). 








SHOE FORM CO. Inc. 
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Put 
NEW KICK 


Into 


HOSIERY 
DISPLAYS 





For every item of footwear and legwear—there are 
Fairy Forms in designs and styles ready to display them 
with a new beauty, unusual accuracy and powerful 
glamour and allure. 

Whether it be filmy silk, sturdy nylon, fine lisle. 
cotton or wool—or combinations of these—Fairy Forms 
will truly present their style lines. weave. colors and 
color tones. 

Today there is greater consumer buying power than 
at any time in a decade—but, there is also a greater 
demand for glamour and attractiveness with every pur- 
chase of hosiery. You can meet this demand and close 
more sales with the great variety of beautiful Fairy 
Forms at your command. 

Fairy Forms are available in many sizes, styles and 
colors and a variety of standard and exclusive display 
effects. Let us send you our complete catalog showing 
these-—it is a guide to bigger sales and better profits. 


Write us today. 


Dept. DW-II AUBURN, N. Y. 
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i | Cellophane Goes Under | 
Priorities Ban | HOLIDAY HIGHLIGHTS © 
JOBBERS! sensationan | "cries 820 | 
, The Office of Production Management has | For Your Christmas Trim tit 
NEW PAPIER MACHE forbidden the further manufacture of Christ- | HOLIDAY CENTERPIECE PANELS WW 
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In Stock for Immediate Delivery to 
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Distributors an 
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DEFENSE AND DISPLAY 
[Continued from page 7 

ing gear-head motors and parts in quantity. 
We are getting through our Christmas sea- 
son by picking up second-hand equipment, 
such as motors, gear reduction units, bear- 
ings, etc. We can not get steel angle, and 
are substituting wood framing for much of 
sur mechanism. 

“We anticipated our shortage last June 
and bought as much mechanical equipment, 
gold and silver bronzes, foil paper, crates, 
hardware, red velveteen, etc., as possible. 

.. We are thinking in terms of using as 
much papier mache as possible, utilizing, 
if necessary, old newspapers and wastepaper. 

“T have been told on fairly good authority 
that by January, 1942, there will possibly be 
a redistribution of raw materials to take 
better care of civilian requirements. I have 
been told that the peak of shortages has 
been reached at this time and that within 
the next three or four months the situation 
may be entirely different. I was advised by 
a friend of mine working on the defense 
program that it would not be wise for me to 
buy materials now for requirements during 
the next year. 

“IT do not anticipate any 
wood, wall boards, plywood, water colors— 
except some special coal-tar analines. I do 
expect shortages in all new mechanical 
equipment involving steel, brass, aluminum, 
copper, etc. 

“T understand from a Washington news 
service that the government is to place 
defense orders with small businesses. We 
were advised to write to the Office of Pro- 
duction Management. I received an answer 
to my letter, in which I asked them for the 
name and address of our local OPM office, 
and after an interview with this office I was 
requested to give them an inventory of the 
type machinery, labor, and mechanics we 
employ, and the overall footage of our plant. 
I sent this information, but have not heard 
further. I presume they are assembling 
information which will make it possible for 
them to distribute to small businesses the 
kind of work that can be done in the local- 
ity involved.” 

E. R. Leon, United States Plywood Cor- 
poration, New York City: “At the present, 
we consider that we have ample stock of 
plywood, ‘Flexglass’ and ‘Flexwood,’ or, 
rather, of the materials for manufacturing 
all three products. We do not anticipate any 
particular shortage in stocks due to priori- 
ties or other existing conditions. The one 
thing that we can not guarantee, of course, 
is a stability in prices and we are, therefore, 
recommending that work which is in prog- 
ress at the present time be rushed to a con- 
clusion insofar as placing orders are con- 
cerned so that the customer may be _ pro- 
tected at the present prices. We believe that 
‘Flexglass’ will have a greatly enlarged 
field among display managers and manufac- 
turers because of the scarcity of metals.” 

Harry A. Silvers, Grossman & Silvers, 
Inc., Los Angeles: “The display industry, 
with its highly capable creative artists, will 
be able to continue in business supplying 
unusual decorations and outstanding display 
fixtures and gadgets of unusual substances 
and materials that will take the place of 
many of the defense items that we will 
shortly be unable to obtain. 


shortages in 
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“The industry has a wide latitude in the 
use of unusual materials. As manufacturers 
of display fixtures and decorations we have 
found over a period of better than thirty 
years that the wide-awake displayman is 
always locking for the unusual in substance 
and material for his decorative or display 
fixture needs. Metal may be difficult to ob- 
tain later on, but there remain plastics and 
wood fixtures, which will take care of many 
of the staple fixture needs. As 
artificial flowers and decoratives are con- 
stantly changing, we should have no diff- 
culty along those lines.” 

Frank P. Mitten, Mitten’s Display Letters, 
Redlands, Calif.: “The steady increase in 
demand for our letters continues and we feel 
fortunate that so far we have been able to 
fill orders promptly. The only thing which 
as offering any interference is 


seasonal 


we Can see 
the growing restriction on paper products, 
corrugated board, packing materials, etc. 
Just what these restrictions might be, only 
time will reveal.” 

E. W. Pitt, Sherman Paper Products Cor- 
poration, Newton Upper Falls, Mass.: “Dur 
ing the past two years our business has 
grown substantially to a point where today 
we are one of the largest producers of dis- 
play materials made exclusively from paper. 
\s to our future, we are not exactly sure, 
but there is one thing certain—our invest- 
ment and obligations to the display industry 
are such that we have lost no time in the 
past six months to care for that questionable 
future and will continue to do everything 
within our power to maintain as complete 
a line of products as possible. 

“We have just completed a careful survey 
ot all materials, colors, etc., sold by us in 
the past year. In order to maintain a stock 
of these items by our distributors as well 
as ourselves, and to save tying up quantities 
ot raw materials, we are reducing the num- 
ber of colors in our line and eliminating 
those that represent only a fractional part 
of the total. In this way we can confine 
the manufacture of raw stock on hand to 
the fastest moving items, as our problem is 
not only to supply the displayman but to 
help keep in those hundreds ot 
distributors who have been so loyal in past 


business 


years. 

“Our stocks are adequate for the balance 
of this year; however, we anticipate diffi- 
culty the early part of next year and pos- 
sibly may find it necessary to reduce our 
line even smaller as we get further into 
1942. Latest information from the govern- 
ment indicates that they will require even 
greater quantities of both pulp and paper 
next year.” 

From a large producer of plywood: “Since 
1939 productive capacity in this field has 
trebled to the point where it is now a bil- 
lion, eight hundred million square feet a 
year. Defense has taken an _ increasing 
amount of our material, but the increase in 
productive capacity would have taken care 
of it if normal domestic demand had not 
also tremendously increased at the same 
time. Two new mills come into production 
next month, and this will mean an added 
capacity of 12,000,000 square feet a month 
and should serve to alleviate the supply 
situation a little. However, I wouldn’t want 
to go on record that it will, because an in- 








Dramatize 


YOUR WINDOW 
AND INTERIOR DISPLAYS 


WITH STREAMLINE REFLECT-O-LITES 


PORTABLE OVER OUTLET BCX 
Cat. No. 352 Cat. No. 353 
Mobile unit for win Interior display unit 
dow, floor, counter with flange for ceil 
Swivel base. & cord ing, or wall mount 
ind plug ing over outlet box 
¢ dia. &% long Standard finish Satin 
Chrome. Use with the new Reflector & Pro 
jector Bulbs: 150 Watt Mazda R40 & PAR38, 


Birdseye RE40. 


LIST PRICE (bulb not included) $11.00 
Less 20% to stores. NET PRICE 8.80 


18 different non-fade glass filters with clips 


LIST $2.00 each. NET PRICE to stores $ 1.60 
Order Now for Prompt Delivery 


CENTURY LIGHTING, Inc. 


419 W. 55th St., New York, N. Y. 








“SUNFILTER” 


TRANSPARENT SHADES 
INSURE 


YOUR 
WINDOW 
DISPLAYS 
AGAINST 
FADING 


SUNFILTER SHADE CO. 
1063 South La Cienega Boulevard 
Los Angeles - - California 


NOW! 
CLEAR AS GLASS 
COLORLESS “‘SUNFILTER” SHADES 


NEW! 


EASY TO INSTALL 
Over 1,000 "Sunfilter” installations. Send 
for certified list of stores protected by 
genuine "Sunfilter." “Sunfilter" shades are 
opproved by the F.H.A. . . . Write today. 
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CHRISTMAS TREE 


THIS YEAR WITH A 
REVOLVING STAND 
With Lights Flashing 
M. Moister & Co., Mfrs. 
2nd & Bristol Philadelphia, Pa. 
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HALVORSON TREES 


Chemicolored 
FINEST SELECTED SPRUCE TREES 


Average height 36’’. Mounted on attractive 6” metal 
“Liquid Life’’ stand which contains a vital syn- 
thetic sap, thereby keeping the tree fresh for a 
longer period of time. 


GREEN SILVER 





Green Trees, per dozen................. $ 9.99 


Sliver Tebes; OF CONOR... 0.2... 05 00088 $12.09 
Packed 1 Dozen to Carton F. O. B. Duluth, Minn. 


PLACE ORDERS EARLY 
National Distributors to the Display Trade 


SHUR NUFF DISPLAY MATERIALS 


109 Lake Avenue So., Duluth, Minn. 
15 No. Sixth St., Minneapolis, Minn. 


MANNEQUINS ae 
., MILEO ‘ 


Creator Since 1900 








A complete line of merchandising 
mannequins. Men, Women, Misses, 
Teen-Age and Children. Write today 
for photos of this outstanding group. 


7 West 36 St. fe" 2"® New York 


WINDOW DISPLAY 
MATERIAL 


BECKER SIGN SUPPLY CO. 
314 N. Eutaw St. Baitimore, Md. 


REDIKUT LETTERS 


DIE CUT CARDBOARD LETTERS 


Popular sizes, styles and colors. Write for 
your samples and prices. Ask your Dealer. 


THE REDIKUT LETTER CO. 
524 S. Spring St. Los Angeles, Calif. 




















Silent Salesman 
STREAMLINE SHOW CASES 


Send for Catalog 


Detroit Show Case Co., Detroit, Mich. 
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creased demand for defense might suddenly 
shoot up. 

“In the display field I would suggest that 
these men anticipate their needs as far in 
advance as they possibly can. Certainly they 
should anticipate them ninety days and they 
would be more assured of getting the ply- 
wood out in time if they could order six 
months in advance.” 

FE. S. Russell, Shoe Form Company, Inc., 
Auburn, N. Y.: “We do not know what to 
expect in the future in the way of restric- 
tions on our supply of plastic for manufac- 
turing ‘Fairy Forms.’ We have been able 
to get the material we need at a moderate 
increase in cost but we have no way of tell- 
ing when prices will be further increased or 
whether the supply will be entirely cut off. 
the plastic we use has cotton as a base and 
we know there is a great surplus of cotton in 
the country. We are hopeful that the gov- 
ermment’s interest in reducing the cotton 
surplus will work out in our favor. ... We 
have another advantage in that very little 
metal is used in connection with our forms, 
so that we do not expect the war to upset 
things in this direction. 

“Since our display forms are good for 
years of service and are not affected by 
style changes, our advice to displaymen is 
to order all the hosiery, brassiere, neckwear 
and shoe forms they can at this time.” 

L. V. Bockius, Old King Cole, Inc., Can- 
ton, Ohio: “We have already begun to feel 
the pinch of priorities and actual shortages, 
especially in purchases of motors and gear 
boxes which are essential to the manufac- 
ture of animated displays. The delivery of 
corrugated containers is taking longer and 
longer; judging from our experience, deliv- 
ery of these necessary containers will be 
entirely unsatisfactory within another month. 

“Tf as a result of this survey you are able 
to educate your readers to place their or- 
ders a long period in advance of their needs 
we think you will be doing the industry a 
great service, as we must begin to revise 
our entire thinking about such things as 
reasonable delivery dates. From what we 
can see now there are no essential items 
which it is absolutely impossible to obtain, 
but the waiting period is becoming longer 
and longer.” 

Clyde L. Hulsizer, Hulsizer, Inc., Des 
Moines: “We have enough wire and thread 
to take care of all our requirements ‘til the 
middle of the year. These are the essentials 
to the manufacturer of floral decorations. 
They are not used in large quantities, and 
it does not seem reasonable to expect that 
the relatively small supply of these materials 
will be restricted to a point that will make 
it impossible for manufacturers in our line 
to operate. The number of people thrown 
out of work by any such measure would be 
altogether out of proportion to the small 
amount that may be required for the work. 

“We believe that paper and cloth should 
remain available for some time. At any 
rate, the manufacturer of floral decorations 
has to be resourceful. He will find some- 
thing from which to make attractive decora- 
tions. His search for available material is 
likely to lead to some unique and very in- 
teresting new things in the lines that are 
shown. There will probably be much more 
cloth used than in the past, due to the wage 
and hour ruling requiring a considerably 
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higher wage for paper flower manufacture 
than for those working with cloth flowers. 

“My prediction would be that there will 
be a plentiful line of attractive and different 
floral units shown this spring. Supplies may 
be short on certain materials, and the dis 
playman will be wise to place all orders fo: 
immediate shipment. .. . Our policy will bs 
to book nothing but orders for immediate 
shipment, with advance datings as desired.” 

J. Fleming, Hartwig Studios, Inc., Mil- 
waukee: “Priorities have not as yet influ- 
enced our studios any more than they have 
other suppliers of the same type of materials 
we are furnishing. Price rises and certain 
shortages have, of course, entered into the 
picture, but we are not worrying too much 
about this situation. Ideas are our stock 
in trade and by properly controlling design 
anc by using available materials, we feel 
that it will be entirely possible to continue 
much as we have, without excessive inven- 
tory —although price fluctuations of raw 
materials will have to enter into our cost 
set-ups. Most clients realize this situation 
readily and are willing to accept it as a 
result of the times. 

Clemens Scheuer, Scheuer Art Metal Mig. 
Company, New York City: “I, myself, do 
not know what restrictions tomorrow will 
bring as mill deliveries are becoming more 
difficult to obtain. At the present, I have 
enough material on hand to fill orders and 
am constantly on the alert in looking for 
new material that I could use for replace- 
ment in the event that the material I am 
using today becomes even more difficult to 
obtain. Due to the increased demand, the 
largest part of my line is plastic. I am 
confident that, if and when the time comes 
when I am unable to obtain my present ma- 
terial and substitutes, that I will be able to 
design and produce a line with material that 
will be available and which will prove satis- 
factory to the trade.” 

Arthur Maharam, Maharam Fabric Cor- 
poration, New York City: “As far as fabrics 
are concerned, we are fortunate in having 
on hand a large quantity of greige goods 
and this season we will be in a splendid 
position to furnish most display require- 
ments. We are beginning to feel a short- 
age of certain types of fabrics and will begin 
tc worry more about it next year than we 
arc now. On our manufactured converted 
goods, we can not determine just how this 
stock will last. Naturally pick-ups and re- 
placements of converted items will cost us 
a great deal more. 

“There is an entirely different picture 
when we talk about display accessories. 
Even though we have quite a supply on 
hand, it is impossible to replace our stock 
of genuine aluminum foil papers. Substitute 
foils have been put on the market within 
the last two or three months, but it is be- 
coming a little difficult even to get deliv- 
eries on these. 

“Number two on the priority list is cork. 
As soon as our present stock of sheets, rolls, 
and moulding is exhausted we might have to 
drop it from the line, as we can not get a 
definite promise as to deliveries. We carry 
quite a large stock of cellulose acetate in 
sheets and rolls, but replacement orders 
take about twelve weeks to come in. This 
product will gradually become more difficult 
to get. We will see a decided change in 
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the brightness of whites in all our display 
papers in view of the chlorine situation. 
[There is quite a bit of experimental work 
going on right now for a possible substitute 
for rayon. 

“Needless to say, the displayman should 
be very lenient with the suppliers, and not 
expect too much. They must realize that 
such things as metals, foils, and cork are 
next to impossible to secure.” 

A. J. Holterman, Reflector-Hardware Cor- 
poration, Chicago: “We have a good supply 
ot materials on hand; how long they will 
last is unpredictable, as orders are being re- 
ceived at an ever increasing rate—due, un- 
doubtedly, to the feeling on the part of re- 
tailers that at future time display 
equipment in metal will be unavailable, or 
will be sky-high in price. 

“The steel mills, while taking from five 
to six months in which to make delivery on 
raw materials, have, nevertheless, kept their 
promises. Whether or not they will be able 
to do so in future is a question on which 
even they can not give any assurance. If 
the mills continue to supply as they have in 
recent months, we should have no great 
difficulty in meeting the demand for metal 
display equipment. If the mills can not sup- 
ply for such non-defense items as metal dis- 
play equipment, there will undoubtedly have 
to be a curtailment in the production of 
display equipment in metal. 

“The answer then would be to develop 
items for display in other more available 
materials. Considerable thought has 
given to this possible necessity, and 
necessity is the mother of invention. It is 
entirely likely that even though chromium 
and otherwise electro-plated metal fixtures 
may temporarily disappear from the market, 
the displayman and merchandiser will still 
be able to obtain items of another type with 
which to do their jobs.” 

Harold Bromel, Carl Bromel & Sons, De- 
troit: “We have found that in the 
line we have not been hit 


some 


been 


lumber 
so hard as com- 
pared to the fir plywood, wall boards and 
‘Masonite.’ There seems to be a shortage 
and some of the manutfac- 
turers have dropped their cheaper lines... . 
Iron and very difficult to buy 
because of our not having priority numbers 
and no defense jobs. Metal moulding is also 
a very difficult product to purchase. It is 
almost impossible to obtain sheet metal. We 
are having difficulty in purchasing 
brads, and special fastening devices. The 
spray department is suffering slow-downs 
due to difficulty in purchasing lacquers and 
thinners.” 

From a Southwestern display jobber: 
Early this year we bought an unusual 
amount of papers, both plain and foil, some 
of which we can not now replace at any 
price. We also have a good stock of cello- 
phane material. However, we are having 
trouble in getting prompt shipments on paper 
products, metal and foil mouldings, metal- 
lics, and staples for the ‘Kling-Tite’ tacker. 
Or course all imports are out of the ques- 
tion. It seems to us that the vear 1942 
will bring many new ideas and materials 
into use, and the versatile displaymen will 
come into his own.” 

R. W. Champion, Champion Display Ma- 
terial Company, Seattle: “We have not ex- 
perienced too much trouble in obtaining most 


in wall boards 


steel are 


nails, 


“ 
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We have, however, found 
difficulty in filling fixture 
ot considerable time have been 
on the filling of orders that we have placed 
recently with our factory metal item sources. 

“We have brought in an exceptionally 
large volume of merchandise in anticipation 
and feel 


decorative items. 


orders. Delays 


occask yned 


that we have pro- 
tected ourselves for at least a few months. 

“In the display business, where ingenuity 
is 90 per cent of the displayman’s value, it 
is well to consider that where materials of 
one kind are not available he can substitute 
or improvise other materials to produce his 
We can not see where the display- 
man will ever actually find himself without 
materials to work with.” 

From an Ohio display studio: 
ness is in the main the manufacture of wood 
and box-board displays; so far no particular 
delivery troubles have arisen in the above- 
named items, except that box-board deliv- 
eries are slower than they were. However, 
in metals, hardware, and paint, the supplies 
are visibly growing less on the market. It is 
evidently going to progressively 
more difficult to supply our needs, particu- 
larly in the field of lacquer thinners and 
hardware items of a special nature which 
we so commonly We have so far en- 
countered no difficulty in obtaining any labor 
that we need. Our main difficulties will 
come in electrical specialties, hardware, and 
wire.” 

EK. M. Glickman, Pribil Supply Company, 
Cleveland: “Metal fixture cardboard 
stock, paints, and a great many display ma- 
terials are definitely being affected by pres- 
ent national conditions. The situation will, 
no doubt, become much worse before it be- 
better. Naturally an order, given a 
jobber or manufacturer, which calls for the 
use of certain metals or paint pigments, may 
be a little slow in coming through. 


ot shortages 


eftects. 


“Our busi- 


become 


use. 


items, 


comes 


How- 
ever, if such orders were anticipated in suffi- 
cient time, there would really 
at all. 
“Certain 


be no delay 
manufacturers are resorting to 
the marketing of plastic items as a substi- 
tute for certain ‘hard to get’ metals. For 
quicker delivery and as an aid to national 
who can to confine 
their purchases wherever possible to mate- 


defense, it behooves all 


rials not used in abundance in national de- 
fense. So far as the cardboard situation is 
concerned, we suggest that quantity users ot 
cardboard rather than discard, their 
When the cardboard shortage 


save, 
used board. 
becomes very much more acute than it is at 
present, users could possibly repaint 
their old cardboard for 

“The situation now and for some time to 
come may be trying, but remember: “There'll 
always be an England; in the same way, 
there'll always be materials that can be sup- 
plied to displaymen to 
adequately.” 

G. G. Gottlieb, Inc., 
“Our position is very favorable in regard to 


these 


or recoat reuse. 


serve their needs 


Greggory, Chicago: 
available raw, semi-finished, and finished ma- 
terials which go into the manufacturing of 
Our catalogue display mate- 
rials, too, are plentiful with a stock on hand 

which fortunately we had prepared during 
the early part of the year. In the future, 
it may be difficult to maintain our usual 
inventory of materials affected by our na- 
tional defense program. 


our displays. 


Our future require- 
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if you want 


a really distinctive 


display setting... 


USE 





REYCURV 


the aristocrat 
of 


display materials 


THE REYBURN MFG, CO., INC. 
PHILADELPHIA 


NEW YORK, 8 WEST 36th ST. 
CHICAGO, 1100 SO. WABASH AVE. 














COMPLETE LINE OF CHRISTMAS 
UNITS, PANELS, VALANCES and 





REYTRIM and REYCURV 


3/16” Corrugations 1” Corrugations 
60” Wide 48” Wide 


All Colors in Stock for Immediate Delivery 


GARRISON-WAGNER COMPANY 


“Distributors” 
1629 LOCUST ST. ST. LOUIS. MO. 
Chicago Showroom—326 W. Adams St. 











CARSTENITE 
(Actual Wood, Resin Fused to Masonite) 
The Ideal Display Material 
eSigns @ Backgrounds 
@ Displays @ Fixtures 
Send for free Sample and Literature 


2 228 NO. LASALLE ST. 
Carstenite Sales “* cyickGo, ILL. 


GRECIAN MOLD 


Spinneret Pattern—a precision designed semi-rigid, 
fluted background material, 4'."" by 1%" deep 
flutings. 


GARRISON-WAGNER COMPANY 
1629 LOCUST <= ST. LOUIS, MO. 
Chicago Showroom, 326 W. Adams Street 











Do You Know that You Can Dye Your 
Carpet for as Low as 2c per Sq. Ft? 


Experience unnece Fast, dur 
able, washable. Applied with scrub 
brush Free Booklet Use DOG X 
for animal stains. 1 qt. concentrate 
makes 6 to & gals. dye $2.00 qt 


Thomas Dye Products 
4109 Troost Kansas City, Mo. 


& CHANDLER AIRBRUSH 


for the pa ticu 


ssary 





THAYER & CHANDLER 
O10 W.VAN BUREN ST.. CHICAGQO.ILL 
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ments, consisting chiefly of paper, board and 
fabric—which have been affected somewhat 
by the increasing uncertainty of prices, de- 
liveries, and standard qualities—we desire 
to maintain. These unsettled conditions only 
serve to bring about greater efforts, which 
with our determination and ingenuity toward 
creative efforts should result in the further- 
ance of our continued success in the display 
field.” 

Harvey J. Maxwell, Harvey J. Maxwell & 
Co., Kansas City, Mo.: “The paper, leather- 
ette, flower and cellophane lines are making 


deliveries. Electrical wiring on Christmas 


DISPLAY WORLD 


units is now delayed. Staples for machines 
are off the market here, and also a certain 
kind of cement having a rubber base. I 
anticipate shortages next year and will stock 
novelties to overcome it.” 


Campbell Display Contest 
Is Announced 

A grocer’s display contest, offering $2,100 
in cash awards, is being held for Campbell’s 
chicken noodle soup in the metropolitan New 
York and northern New Jersey areas. The 
contest is a tie-in with an intensive adver- 
tising campaign in the same territory. 








OPPORTUNITY EXCHANGE 








POSITION WANTED 


Practical, experienced, all-’round man especially 


fitted for department store display is now avail 


able. A former employer, one of the nation’s 
largest firms, has this to say regarding this 
man: “In my opinion he is one of the best 


displaymen in the business He is fertile in 
ideas, practical in putting his ideas into effect, 
and ingenious in adapting display to various 
types of merchandise. I am glad to recommend 
him.”’ Now employed, but desires change. Full 
details on request. 


Write “C. S.” 


DISPLAY WORLD, Cincinnati 


Care 


HOME STUDY COURSES in Window Display 
and Show Card Writing now offered at greatly 
reduced prices. New, up-to-date, authoritative, 
clear and comprehensive. Every detail of 
the work fully illustrated and explained by 
former instructor at The ‘Chicago Display 
School.’” Write for information. 


WILL H. BATES, Box 101, Ellsworth, Ill. 








CORRESPONDENCE INSTRUCTION—In Win- 
dow Display, Advertising and Card Writing. 
In continuous operation for nearly 40 years with 
over 20,000 graduates in nearly every country in 
the world. New graphic instruction and new 
short courses now available at special prices. 
Write for catalog. THE KOESTER SCHOOL, 
300 W. Adams St., Chicago, III. 








CREATIVE DISPLAY TRAINING in all 
branches, including Windows, Interiors, Back- 
grounds, Store Fronts, Exhibition Booths, Model 
3uilding, Showcards; also Retail Sales Promo- 
tion and Advertising Layouts. Moderate tuition. 
Free Placement Bureau. Request Booklet ‘“‘DW.” 
DISPLAY INSTITUTE 
3 East 44th St., New York MUrray Hill 2-5567 











COURSES IN WINDOW & STORE DISPLAY 
Background Design; Merchandising Ideas; Ex 
hibition Displays; Show Card Writing; Adver 
tising Copy and Layout. Personal Training— 
Individual Advancement No Correspondence 
Courses. William F. Ray, President, J. Duncan 
Williams, Director, formerly editor of Merchants 
Record and Show Window. The Ray Schools, 
116 S. Michigan Blvd., Chicago, Dept. DW11. 


how to make 


XMAS SNOW BRANCHES, XMAS FANCY 
BOXES, artificial tHowers, trees, show cards, 
show card paints. Make old ones new again. 
Mucilage, instructions, $1.00. 

G. JENTZEN 


11 Columbia Ave. Jersey City, N. J. 








ADVERTISING—HOME STUDY—The Adver- 
tising Minded Displayman is qualified to make 
the most money. Many have graduated from 
this long-established school. common school 
education sufficient. Send for free booklet out- 
lining home study course and requirements. 


PAGE-DAVIS SCHOOL OF ADVERTISING 
1315 Michigan Ave., Dept. 266B Chicago 








Displaymen, Save $20—Our popular, practical, 
$25 Correspondence Course in Designing, Paint- 
ing, Pictorial and Scenic Display Window Dec- 
orations, Posters, Bulletins, Dioramas, Murals, 
lavern Paintings, etc. For a limited time only 
FIVE DOLLARS to the profession. Be an art- 
ist. Enroll today. The Enkeboll School of Arts, 
Enkeboll Bldg., 5313-17 N. 27th St., Omaha, Neb. 








FOR SALE — WALTERS’ FIT-RITE AND 
STA-ON WINDOW SOCK FOR DECORATORS 
Made of heavy fleece-lined Jersey cloth, 55c pr., 
$3.25 half doz., $5.25 doz., postpaid. An elastic 
tape band is sewed in the top. U. S. Patent 
1,494,653. Fits over any shoe. Order by size 
shoes worn. J. M. WALTERS, Mfr., 220 South 
Benton Way, Los Angeles, Calif. 








Opportunity for manufacturer or chain store sys 
tem to obtain services of fully experienced di 
rector to handle merchandising, window and 
interior displays, promotion, marketing, take 
complete charge. Salary and commission. In or 
near New York. 


Address “PROGRESS,” care DISPLAY WORLD 
175 Fifth Ave. New York City 








FOR SALE 
Two large electrically lighted, three-dimensional 
background books, 3 by 5 feet, with Christmas 
rhymes and clever illustrations. Ideal for chil- 
dren’s windows. Excellent condition, Originally 
cost $100, will sacrifice for $35. 

Address VAL MIKESELL, Care Squires 

415 Vine Street Cincinnati, Ohio 








Representatives Wanted by Manufacturer of 


LUCITE SHOE FIXTURES 


Transposter Service, 21 Follen St., Boston, Mass. 








OPPORTUNITY 
For out-of-town manufacturer of manne- 
quins to obtain large eastern distributor 
with responsible jobber outlets. 
Address “N. Y.” 
DISPLAY WORLD 


Care 

















NOVEMBER, 


194) 


St. Louis Convention 
Plans Taking Shape 

The St. Louis Display Guild, host for th: 
International Association of Display Me: 
annual convention at St. Louis next June, i 
already making plans for the conventio: 
program, it was disclosed at the regula: 
monthly meeting held November 4 at th 
Hotel Jefferson. Committee meetings ar 
being conducted weekly and the theme an 
plans for a very active, educational progran 
have been worked out. Mrs. Grace Everest 
director of display for Scruggs- Vandervoort 
Barney, Inc., is chairman of the progran 
committee. (Other committee appointment 
are listed elsewhere in this issue.) 

The theme of the 1942 convention educa 
tional program is “College of Display Knowl 
edge” and will be handled in much the same 
manner as the popular radio programs oi 
the question and answer type. There will 
be two of these programs each day with 
highlight speakers sharing the time from 
9:30 a. m. until noon. 

A master of ceremonies of national radio 
prominence will conduct the question and 
answer programs and introduce two special 
speakers each day who will discuss the sub- 
ject about which a question is put to them 
b: he master of ceremonies. These speakers 
will answer questions asked by the 
audience. Each convention delegate will re- 
ceive a certificate of attendance for perfect 
attendance at the six complete sessions. The 
committee expects to have the complete pro- 
gram arranged shortly and will then an- 
nounce the names of the speakers engaged. 

The photo contest committee, under the 
direction of Armand C. Raining, Boyd’s, is 
hard at work arranging classifications for 
the 1942 photo contest and announces an 
additional contest for past sweepstakes prize 
winners. Otto Lasche, convention director, 
has appointed a committee to assemble the 
attendance prizes, a collection larger in num- 
ber and of greater value than has ever been 
awarded to any I. A. D. M. group. 

Tom Kenna, president of the local club 
and displayman at Famous-Barr Company, 
conducted the November 4 meeting and in- 
troduced two out-of-town visitors, W. L. 
Stensgaard and Finley Williams, of W. L. 
Stensgaard & Associates, Inc., Chicago. 
Stensgaard said the plans for the conven- 
tion program as outlined at the meeting are 
the most elaborate ever planned for a na- 
tional convention. 

In addition to the arrangements for the 
national convention the program committee 
outlined plans for two important pre-con- 
vention meetings of the St. Louis Display 
Guild. Outstanding speakers will be in- 
vited to address joint meetings of the Asso- 
ciated Retailers, the Advertising Club, the 
Women’s Advertising Club, the Fashion 
Group, and the Chamber of Commerce. Pur- 
pose of the meetings, to be held in January 
and in April, is to build up local interest in 
the coming national convention. 


also 





Display Department 
Damaged By Fire 

Display fixtures and accessories at the 
Bradshaw-Diehl Department Store, Hunt- 


— 


— sara 








ington, W. Va., were damaged recently by 
Only $2.00 per inch, | a fire starting from defective wiring. The 


WANT ADS—Of all kinds, eligible for the Opportunity Exchange. 
| loss was estimated at $400. 


cash with order. December forms close December 10. 
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Animate your displays with SpeedWay Motors 


ond. Mechanisms . . . force attention, demon- 
strate and sell, multiply the effectiveness of 
your merchandise display, stage your specials 
on SpeedWay Turntables, that show all sides, 
tell more, seli more. SpeedWay is display 
animation headquarters with Turntables from 
5 to 500 Ibs. capacity and a complete line of 
back-geared miniature electric motors and 


motion mechanisms, that will produce any < | 


motion or series of motions at any speedy 
that plug into any 115 V light circuit, can be 
sef up anywhere. 


Write for catalog of SpeedWay Display 
Motors or better still, send rough sketch and 
describe effect wanted. SpeedWay experts _ 
will tell you how to do. it and the costs. 


| according to Modern 
| City, which sponsors the annual competition 


| mention to 








1942 
DISPLAY PROGRAM 
NOW! 


INCREASE YOUR SALES WITH 
THE LATEST DISPLAY FIXTURES 


Buy DARLING DISPLAYS 





| priced 
| that the mannequins model garments in the | 








FLEXU-ACTION. 
MOTION MECHANISMS 


@ Be as thrifty as the squirrel! 
Save money as other displaymen 
do—use FLEXOACTION units. 
To put it ina nutshell, they cost 
less, becouse they last so long 
without attention. 


@FINE GEARED MOTORS 








MERKLE-KORFF GEAR CO. 


2!| N. MORGAN ST CHICAGO. ILL. 


| recently in an automobile accident. 
juries are reported as not serious. 


DISPLAY WORLG 


| Awards In Plastics Contest 


Made To Display Firms 

A number of honors have been awarded 
display firms for their work with plastics, 
Plastics, New York 


for plastic materials of all sorts. Among 


| those singled out were the following: top 
award to 


Clemens Scheuer, Scheuer Art 
Metal Mfg. Company, New York City, for 


| a graceful display hand, subtly illuminated, 


made of “Plexiglas;” honorable mention to 


| the same company for a spiralled Christmas 


tree, also of “Plexiglas;” top award to 
Dorothy Draper, designer, and Alice Don- 
aldson, for the screens, display cases, and 
counters in the glamorous Coty Salon, New 
York City, involving “Plasdecor”’—a lami- 


| nated plastic developed by Miss Donaldson; 
| top award to J. M. 


Gordon & Co., Inc., New 
York City, for a new plastic decorative 
called “Metex” cellulose acetate; honorable 
the Tel-A-Tale Motion Sign 
Company, New York City, for sparkling, leg- 
ible plastic letters, made from Monsanto 


“Vuepak” and used on the company’s sign 


unit. 


Deceptive Fur Displays 
Cited By BBB 

The Buffalo Better Business 
called the attention of local 
the practice of certain stores of prominently 
displaying low-price garments and then hav- 
ing live mannequins model expensive furs 
in the same windows. The result is decep- 
tive, since the customer receives the impres- 
sion that the models are wearing the lower 
apparel. The 


Bureau has 


bureau 


same price range as those displayed. 


Fifth Avenue Association 
Plans Displey Contest 


The annual display competition of the 
Fifth Avenue Association, New York City, 
will be held during the first week of De- 
cember. The contest will be open to asso- 
Madison, and 


includes Fifth, 





merchants to | 


recommends | 


| ciation members in the Fifth avenue section, | 
| which 
| avenues, 57th street and other cross streets. | 


Park | 


Details of the classifications can be obtained | 


from the organization at the Empire State 


| Schneider Saline 


May Stern 


Rolland Schneider, formerly with the dis- 


May 


the position of display manager for 
Stern & Co., of the same city. 


| Baker To Return 


To Display 


Ben Baker has announced his intention of 


| reentering the display and advertising field. 


He has been manager of the Betty Gay shop, 
Charleston, W. Va. 


Evanston Displayman 


In Auto Accident 

Del LeSage, display director, Marshall 
Field & Co., Evanston, was badly shaken up 
His in- 


| building. The awards will be small cups. | 


| play department of H. & S. Pogue Company, | 
| Cincinnati, has resigned in order to accept 





Something New!! 


“TROPIK" MATS 


Southern and Cruise 
Window Backgrounds, etc. 


MOST ORIGINAL 


Real-Natural & Rustic 


Strong and light, cuts easily to 
size, takes air brush or paint if 


desired. 
USE IN PLACE OF BAMBOO 


Price $4.95 Per Mat 


(Each mat is 76”x76” square 
or contains approx. 40 sq. ft.) 


NEW AMSTERDAM 
IMPORT & SUPPLY CO. Inc. 


122 Chambers Street, New York 


(Choice territories still open 
for Jobbers. Write.) 








BUTTRESS-BOARD 


For beautiful columns and 
backgrounds in 


Concave--Convex--Woodgrain 
In Stock for Immediate Delivery 
White, Woodgrain and Colors 
Order Now 


GARRISON-WAGNER COMPANY 
Distributors 
1629 LOCUST ST. ST. LOUIS, MO. 
Chicago Showroom—326 W. Adams 














ePlease Mention DISPLAY WORLD 
When Writing Advertisers 
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Display 
World 


Display’s Great Monthly Digest 


SERVICE 
BUREAU 


The DISPLAY WORLD Service Bureau will 
be glad to supply the latest authentic informa- 
tion about anything in the display line in 
which you are interested. If you do not find 
your needs listed on this blank, write a sepa- 
rate letter. If we do not have the information 
you want on file, we'll find out for you. Avail 
yourself of our service facilities without cost 
or obligation. This service includes an analysis 
of any display problem. 


Air Brushes 
Airpainting Equipment 
{[) Animated Signs 

| Artificial Flowers 
Artificial Snow 
Backgrounds 
Background Colors 
Background Coverings 
Brushes and Pens 
Card & Mat Board 
Cardwriters’ Materials 
Color Lighting 

Crepe Papers 
Composition Pieces 
Cut-out Letters 
Cutting Machines 
Decorative Papers 
Decalcomania 

Display Furniture 
Display Forms 
Display Letters 
Display Racks 
Drawing Boards 
Enlarging Projectors 
Fabrics and Trimmings 
Fixtures 

Flags and Banners 
Foils 

Grass Mats 

Hosiery & Shoe Forms 
Invisible Glass 
Lacquering Outfits 
Lamp Coloring 
Lithographed Displays 
Mannequins 
Mouldings 

Metal Sheets 
Millinery Heads 
Motion Displays 
Motion Mechanisms 
Natural Foliage 
Pageants & Exhibits 
an eg (Window) 
Papier Mache Specialties 
Photographic Blowups 
Plastics 

Price Cards—Tickets 
Price Ticket Holders 
Sale Banners 
Socks—Window 

Show Cards 

Show Card Colors 
Show Cases 

Show Case Lighting 
Signs—Card Holders 
Signs—Brass—Bronze 
Signs—Electric 

Sleeve Forms 

Stencil Outfits 

‘| Stock Posters 

[) Store Designing 

C) Store Fronts 

{) Tackers 

Time Switches 
Turntables 

Valances 

Wall Board 

[] Wigs 

[) Window Lighting 


Do you wish a copy of their catalogue? 
Do you plan to remodel your store soon? 
Do you plan to build a store soon? 


MAIL TO 


DISPLAY WORLD 


CINCINNATI, OHIO 
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NOVEMBER, 1916 

The California Window Display Men’s 
Association held a banquet and dance at Los 
Angeles. 

History repeats itself: the St. Louis Dis- 
play Men’s Association was already prepar- 
ing for the International Association of Dis- 
play Men convention to be held in that city 
in August, 1917. W. E. Zemitsch was presi- 
dent of the local group. Others who were 
members at that time and whose names are 
still associated with St. Louis display are 
Joseph Chadwick, I. T. Vierheller, and B. A. 
Rainwater. 

The Tulsa Display Men’s Association was 
formed, with O. E. White as president; D. 
H. McKeehan, vice-president, and J. O. 
Greenig, secretary and treasurer. 

William A. Carroll, formerly with the dis- 
play department of Loveman, Joseph & Loeb, 
Birmingham, took a similar position with 
Anderson - Dulin - Varnell Company, Knox- 
ville. 

Ellsworth H. Bates joined the 
Emery Company, Des Moines. 

M. A. Winn, who had been with the John 
Gerber Company, Memphis, took charge of 
display for the Peoples Outfitting Company, 
Detroit. 


Harris 


Fred King, for seven years display man- 
ager for J. Mandelbaum & Sons, Des Moines, 
joined Block & Kuhl, Peoria. 


NOVEMBER, 1931 

Kk. J. Berg resigned as display manager of 
Nugent's, St. Louis. Joe Neff, with Nugent’s 
department for twelve vears, also 
resigned. Berg's place was filled by Joseph 
Kennedy, formerly in charge of display for 
the Denver Dry Goods Company, Denver, 
who had been with Nugent's for three 
months as assistant display manager. 

G. J. Kessler, Mermod & Jaccard, St. 
Louis, won $300 first prize in one division 
of the Rogers Brothers display contest. A. 
J. Roeder, Wm. H. Block & Co., Indianap- 
olis, won second prize of $125, and R. J. 
Marimon, The Higbee Company, Cleveland, 
won third place and $50. In another divi- 
sion, Ralph Pfister, MacDougal, Southwick 
Company, Seattle, won first prize. 


display 


First prize of $100 in the Jarman Shoe 
Company contest went to Harry Welch, 
Molen Brothers & Cordell, Oklahoma City; 
second prize of $50 was awarded to Everett 
Quintrell, Elder & Johnston Company, Day- 
ton, and G. D. Lovett, Ober’s, Lawrence, 
Kan., won third place. 

L. L. Wilkins, Kerr Dry Goods Company, 
Oklahoma City, won the $500 first prize in 
the national display contest for Majestic 
radios. 

Herman Frankenthal, after thirty-five 
vears in charge of window display for B. 
Altman & Co., New York City, retired as 
head of that department and took charge 
ot interior display. Samuel Ellis, his first 
assistant, became window display manager. 
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HAVE you _— FOR YOUR COPY 
poy, OF THIS NEW 
DISPLAY SIGN 

BOOK? 

JL Free! 


“Display Signs with Douglas Fir Plywood” 
contains over 100 tested sign ideas, most of 
which are now in use. It contains data on 
every type of business sign from showcards 
to the largest outdoor bulletins. This 16-page 
profusely illustrated manual was written by 
Mr. A. E. Hurst, a nationally known authority 
in the display field. Send for your copy today 
and keep it handy. 
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@ Left: This eye-catching palette was 





@ Douglas Fir Plywood is a material 
you can really depend on. It doesn’t 
break when you bend it . . . nor crumble 
when you saw it... nor split when you 
drive nails or screws almost at the edge. 
Its structural strength minimizes the 
amount of bracing or framing needed. 
Displays of this “modern miracle in 
wood” stand lots of use and abuse with- 
out looking dog-eared. When finally 
shabby, a coat of paint will make them 
look as good as new—or you can sal- 
vage the plywood for use in other dis- 
plays, making your budget go further. 


Douglas Fir Plywood’s smooth surface 





Association, Tacoma, Washington. 





is receptive to any finish you wish to 
apply. Its natural wood grain greatly 
increases the number of effects possible. 


There are two main types of Douglas Fir 
Plywood: Moisture-Resistant for indoor 
uses and Exterior, which is made with a 
water-proof bond, for all permanent out- 
door work. Both types are made in a 
variety of grades. Your lumber dealer 
can tell you about them—or you will 
find a complete description of grades, 
sizes and thicknesses at the back of the 
new Display Sign Book. Write for your 
free copy today. Douglas Fir Plywood 


GENUINE SPECIFY DOUGLAS FIR PLYWOOD 
BY THESE "GRADE TRADE-MARKS” 


ncrete Form Pa WALLBOARD 


FPA 
INSPECTED 












PLNPANEL DEPRA 


TOADE WARE BEG. uo. PAT. OFF 





EXT.-D.F.P.A. 


THAOE WARE OHO & 6. PAT, OFF, 


used by James McCreery & Co., New 
York. You can easily saw it out of a 
panel of Douglas Fir Plywood. 


@ Center: This 5’ x 4’ shield was cut 
from 1/4’ Exterior-type Douglas Fir 
Plywood and silk screen processed in 
6 colors by Ramsay Signs, Inc., Port- 
land, Ore., for the National Laundry. 


@ Above: Exterior-type Douglas Fir Ply- 
wood is especially well suited for real 
estate signs. It's durable, can be jig- 
sawed into intricate shapes without 
breaking, and easily painted. 
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WINTER VILLAGE —3’ by 6’— 12-Color Display 
Panel. Thiscrisp, attractive winter scene puts color- 
ful punch into your winter sports displays. Itis pro- 
duced in the wonderful new Sherman “Multiplied- 
Color” process . . . beautiful beyond description. 


SNOW TREES — Continuous rolls 5’ high by 20’ long. 
White trees and snow flakes on a beautiful blue 


ground. Corrugated backing. 
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FROSTED CORRODEK puts Sparkle into your Displays! Famous 
Corrodek with the ae rll. of the sparkle of countless tiny stars 
puts a new super touch to ordinary displays. This new frosted design 
makes windows glow, makes interiors sales-attracting because it is 
so different. In four appealing colors . . . Napoleon Blue, White, 
Emerald Green, Flame Red. 


FROSTED ICICLES 
Winter calls for the sparkle of 
shimmering icicles. Here you 
are! Corrodek die-cut frosted 
Icicles that add that supreme 
touch of glistening perfection 
to your winter display work. 


SHERMAN paper PRODUCTS CORP. 


Dept. D11, Newton Upper Falls, Mass. 


Please rush my Free copy of the Sherman Double-Feature 
Display Guide and name of nearest Sherman display dealer. 


Name 
Company... 
Address 


City 


back- 
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